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With security uppermost in most of your client’s minds, you'll be glad to have 
Travelers Cash Settlement 65 available for their protection. 

In Cash Settlement 65, you have a contract which provides security for the 
family, for the person insured, or for business associates. The extreme flexibility of 
this contract makes it possible for you to meet all your client’s Life insurance 
requirements as well as creating large cash benefits for them. 

The commissions on Travelers Cash Settlement 65 are attractive. For further 
details consult the nearest Travelers Life office. 


THE TRAVELERS INSURANCE COMPANY ~~ dHartrorp, CONNECTICUT 
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BROKERAGE 


General insurance brokers and agents of other companies 





having surplus business to place on both Ordinary and Group 
are finding STATE MUTUAL liberal in its underwriting as 


well as prompt and friendly in its service. 


A complete line of contracts including juvenile down to one 
day with death or disability payor clause, substandard up to 
500% mortality, single premiums and Salary Allotment. 
Complete group coverage including Group Permanent, com- 
petent counsel on problem and technical cases, effective sales 
aids freely shared including Direct Mail are some of the rea- 


sons why it pays to ‘Throw your life line” to 
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Opposition in N. Y. 
to Lowering Rate 
on Policy Loans 


Companies, Department 
Tell Legislators 
5°% Not Too High 


NEW YORK—The companies and 
Superintendent Dineen opposed chang- 
ing the New York law to reduce the 
present 5% maximum interest rate on 
policy loans, at the hearing of the state’s 
joint legislative committee on insurance 
rates and regulation. 

Charles G. Taylor, Jr., executive vice- 
president of Metropolitan Life, submit- 
ted a statement which covered the com- 
panies’ principal objections to any such 
change. This was supplemented in 
statements by William J. November, 
associate actuary of Equitable Society 
and E. J. Moorhead, vice-president of 
United States Life. Eldon Wallingford 
of the Life Insurance Assn. of America 
indicated that other companies would 
oppose a reduction. Oliver M. Whipple, 


fnancial vice-president of Mutual Life,-: 


was questioned on that company’s re- 
duction in interest on policy loans. 


Loans Should Be Discouraged 


Mr. Dineen indicated his agreement 
with the view prevalent in the business 
that policy loans should be discouraged 
since they tend to frustrate the purpose 
of life insurance by encouraging lapses. 
Insurance is a long term proposition and 
any change made should be carefully 
considered. 

The borrower can get a lower interest 
by going to a bank so that in practice 
he can borrow on his insurance on a rate 
that is in tune with the times. Unfortu- 
nately, if the interest rate is made too 
low, it could wreck the business by 
encouraging policyholders to take in- 
surance funds and place the money at 
higher interest rates, when the latter 
obtain. 

The decline in interest rates 1931 to 
1948 represented lost earnings of $8,900,- 
000,000, if 1930 rates had continued to 
prevail. Thus interest rates have a tre- 
mendous effect on what the public pays 
for insurance and a reduction is not 
to be treated lightly. 


Equity Between Policyholders 


Today there also is the question of 
doing equity between borrowing and 
non-borrowing policyholders. 

Chairman William F. Condon asked 
what Mr. Dineen thought of giving the 
superintendent power to fix the rate 
from time to time. He didn’t think 
much of this. There are 48 states and 
the interminable confusion resulting 
from different rates and rules would only 
add to the problems now posed by the 
expense of handIng the small loan. 

What about differentiating between 
small and large loans because of the 
extra cost? Mr. Dineen was asked. He 
replied that Mutual Life’s experiment in 
this connection was limited and on its 


results he would not recommend a 
change. 
Many states, including New York. 


tequire the policy to specify the rate of 

interest at which policy loans will be 

made, Mr. Taylor said, and this rate 
(CONTINUED ON PAGE 20) 


Production Data Show Ups Mutual Life for 
and Downs in Statements _ |imited Common 


Annual statement figures for 1949 are 
characterized by considerable variation 
in the matter of production increases. 
Some have them, others show decreases, 
although even where there are declines, 
the volume is usually comfortably ahead 
of anything except the extraordinary 
levels of the last few years. 

Statement figures in general show in- 
creases in other departments. Particu- 
uarly encouraging is the upward trend 
in rates of interest on investments. 


BANKERS OF IOWA 


New business for Bankers Life of 
Iowa in 1949 was $155,425,881, of which 
$115,297,462 was ordinary. Insurance in 
force is $1,442,510,118 a gain of $66,187,- 
081. Ordinary accounted for $1,205,735,- 
564 of the in-force total, a gain of 
$47,772,596. There was a gain in insur- 
ance in force for each of the company’s 
48 agencies. 


BUSINESS MEN’S ASSURANCE 


Business Men’s Assurance life insur- 
ance paid- for in 1 was $101,529,873 
as against $98,179,672 Premiums were 
$11,469,930, up $246, i: Total income, 
including A, & H., was $26,939,196, up 
10.7%. Increase in A. & H. premiums 
was $1,645,806, setting a new company 
record. 

Assets increased $8,496,133 to a total 
of $81,078,089. Insurance in force is 
$412,737,625, up $47,140,939. 

Income from interest and rents was 
$2,733,927 for an average gross rate on 
invested assets of 3.71% as against 
3.67% in 1948. Net return was 3.08% 
as against 2.94%, which boosted invest- 
ment income by more than $100,000 
above what would have been earned 
under the 1948 rate. 

The company added $1 million to the 
special contingency reserve established 
in 1946 to offset anticipated deficits re- 
sulting from low interest returns, bring- 
ing such reserves to $244 million. An- 
other reserve of $300,000, which was 
established in 1948 for unusual disability 
claims was boosted to $500,000. Policy- 
holders’ surplus, including $2 million 
capital, is $6,012,880, up $730,131. Bene- 
fit payments for 1949 were $10,868,387. 


CONFEDERATION LIFE 


Confederation Life’s new business for 
1949 was $127,048,534, up $5,954,727. 
Ordinary amounted to $116 million and 
group $11 million. Insurance in force 
stands at $996,820,391, up $103'4 mil- 
lion, the ordinary gain being some $2% 
million more than in 1948. 

Interest earned on assets was 3.79% 
as against $3.61%. The rate on new 
investments was 4.419% as against 4.21% 
in 1948. 


CONNECTICUT MUTUAL 

Benefits to policyholders and benefici- 
aries of Connecticut Mutual amounted 
to $57,925,769 in 1949. Total payments 
made to policyholders and beneficiaries 
since the company was organized in 
1846 crossed the billion-dollar mark 
during the year. 

New business of $211,080,098 was $514 
million better than in 1948, making 1949 
the company’s second best year. The 
average amount per new policy was 
$5,546 as compared with $5,503 for 1948. 
Life insurance in force increased $128,- 
451,763 during the year and the total 
is now within 40 million of the $2 bil- 
lion mark. 

Favorable mortality continued. Total 
cost of operation was 13.5% of total 
income as against 13%. 

New investments amounted to $120,- 


642,489, invested at a gross rate of 3.98% 
as compared with 3.88%. The net rate 
on total invested assets was 3.55% as 
compared with 3.47%. 

Net earnings from insurance operation 
of 1949 were $17,464,934. Investment 
gains were $6,212,057. Earnings were 
allocated as follows: dividends to policy- 
holders, $11,200,395; added to market 
fluctuation and investment contingencies 
reserve, $6,829,494; added to special re- 
serves for operations in policies not yet 
matured, $3 million; added to surplus, 
$2,647,102. 

Assets amount to $781,744,383, up 
$557,454,535. There is a market fluctua- 
tion and investment contingency heserve 
of $12,557,293 and unassigned surplus of 
$39,740,906. 


FEDERAL LIFE 


At the annual meeting it was an- 
nounced that the Federal Life's life in- 


surance in force increased in 1949 by 
$7,277,635 to reach $128,071,405. Assets 
increased to $30,023,807, and A. & H. 
premiums increased $223,473, to reach 
$2,757,834. 

Of assets, totaling $13,829,456, 46% 


was invested in bonds, all in good stand- 
ing. During the year $3,447,379 was 
invested in mortgage loans, primarily on 
homes and farm properties, increasing 
mortgage holdings to $11,303,041, rep- 
resenting 37% of assets. 

Net interest increased from 3.03% 
for 1948, to 3.24%. Earned surplus in- 
creased $303,300, bringing policyholders 
surplus to $3,022,531 or 11% of the 
liabilities. 

MUTUAL LIFE 


Mutual Life’s insurance in force in- 
creased $80,796,039 to reach $4,315,564,- 
711 by Dec. 31. New business was $268,- 
428,992 as against $284,248,445. Average 
size of policy issued, $5,053, set a new 
company record. Benefit payments in 
1949 were $115,764,384, of which 46.8% 
were death benefits. 


KANSAS CITY LIFE 


Kansas City Life’s insurance in force 
rose to $800,505,299 as against $774,047,- 
085 a vear earlier. Assets are $224,313,- 

(CONTINUED ON PAGE 19) 


December Off 5% — 
But ‘49 Set New 
Volume Record 


set an all time 
total of $23,- 








insurance sales 
1949, the year’s 
representing an 


Life 
record in 
610,000,000 


2% or nearly half a billion, according 
to L.I.A.M.A. ; 
Ordinary accounted for $15,180,000,- 


000, negligibly changed from the previ- 
ous year, when they were $15,190,000,000 
and 1% under 1947. 

Industrial was $4,750,000,000 last vear, 
7% over 1948 and 6% more than 1947. 

Group was $3,680,000,000, up 5% over 
1948 and 159% over 1947. Figures rep- 
resent new groups set up and do not in- 
clude additions of insured personne! un- 
der group insurance contracts already 
in force. 

December sales were $2,195,000,000, 
down 5%. Of this $1,331,000,000 was 
ordinary, up 1%; $360 million was indus- 
trial, up 12%, and $504 million was 
group, down 24%. 


increase of 


Stock Investment 


Vice-President Whipple 
Tells N. Y. Committee 
Need for More Outlets 


YORK—Limited 
stocks by life companies 
was proposed by Oliver M. Whipple, 
financial vice-president of Mutual Life, 
in testimony before the New York joint 
legislative commit- 
tee on _ insurance 
rates and_ regula- 
tion. Mr. Whipple 
declared the need 
is growing greater 
for additional out- 
lets in which in- 
stitutional groups 
can place their in- 
vestment funds. 
He proposed 
amendments to the 
insurance law 
which would per- 
mit a life company 
to place up to 3% 
of assets in unrestricted investments, 
provided that only 1% went into com- 
mon stocks. In no event, Mr. Whipple 
said, should common stock investments 
exceed 15% of the insurer's surplus, 
nor should it be permitted to hold 
more than 10 % of the outstanding 
common stock of any corporation. 


Extreme Care Needed 


Mr. Whipple said that “any changes 
in the restrictions governing life insur- 
ance investments should be approached 
with the most extreme care. He said 
there would be dangers to the stability 
of the economy in unrestricted, ill-in- 
formed investment which would out 
weigh any advantages which might be 
gained. The best progress can be made 
by a cautious and continuous, but con- 
structive, study to encourage the re- 
moval of restrictions in a way that will 
permit a reasonable experimentation 
in new forms of investment, he said. 

While this has been the tendency 
of insurance departments, the need 
is such that this tendenty should be 
developed into a consistent ‘policy, Mr. 
Whipple stated. If policyholders are 
to receive insurance protection at the 
lowest possible cost, additional out- 
lets for sound investments at adequate 


NEW investment 


in common 





Oo. M. Whipple 


yields must be made available to lite 
companies, he said. 

Mr. Whipple pointed out that 30 
years ago life companies had total as- 


sets of $5.5 billion, or less than one-fifth 


of the total long term corporate debt 
outstanding at that time. By the end 
of 1948, however, life company assets 
totalled $55.6 billion, or $6 billion more 
than the $49.6 billion of long term 
corporate debt outstanding. 

Statutes governing investments are 
necessarily broad and general, Mr. 
Whipple said. Because all the facts 
of any single potential investment can- 
not be taken into consideration by 
law the law is likely to permit some 
investments which may, in reality, be 


unsound and to prohibit other invest- 


ments which may, in reality, be very 
sound. It is management's. function to 
act carefully and with discretion to 


make sound investments that will pro- 
vide reasonable earnings for the benefit 
of policyholders. 
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Ages Stake in 
Pension Field Is 
in Smaller Case 


Big Development Here 
Will Come Next Year, 
According to Marks 


NEWARK—tThe big development in 
sale of group pensions for the smaller 
non-union firm or for non-union em- 
ployes in the larger company, the cases 
developing $20,000 to $40,000 premium 
a year, will occur in 1951, David 
Marks, Jr., general agent of New Eng- 
land Mutual in New York City, told the 
Newark chapter of C.L.U. at its meet- 
ing here. This is the only type of 
group pension case in which the average 
agent could conceivably have a profit- 
able interest, he said. ; 

Mr. Marks described problems in sell- 
ing, handling and servicing group pen- 
sion cases to an overflow crowd of 75, 
which included bank and insurer execu- 
tives. Frank H. Jannuzi, Fidelity Mu- 
tual, president, introduced Miss Mildred 
F. Stone, Mutual Benefit, secretary of 
the group; Harold Stewart, executive 
vice-president and Sayre McLeod, vice- 
president of Prudential, and George 
Gordon, in charge of advanced training, 
and James C. Riggins, pension trust di- 


vision, Mutual Benefit Life. A. J. 
Schick of Prudential presented George 
Corwin of Fidelity Mutual, outgoing 


president, a handsome desk clock and 
certificate. 


Union Cases Unprofitable 


Most discussion the past year has 
been of group pension business that so 
many agents are uninterested in—or 
can’t make any money on if they did 
write, Mr. Marks said. The unions like 
to handle the business, and the compen- 
sation to the agent on union handled 
business is not worth the effort. 

“We can’t be all things to all peo- 
ple,” he suggested. “We are insurance 
men and not consulting actuaries. If 
we become group annuity experts, all 
right, but then we are not in the insur- 
ance business but in a specialty field. 
Our agency has written union cases, and 
we have learned the hard way that there 
is no profit in them.” 

In negotiating the case, do not talk 
to an employe, even if he is the execu- 
tive vice-president, Mr. Marks advised. 
It is easy to sell any employe, unless 
he is the one who is going to pay. 
Otherwise, when the time comes for a 
decision, a lot of difficulties arise. The 
agent finds he has wasted his time. 
Management Philosophy 

Assuming the agent is talking with 
those who will be paying for the cover- 
age, it is important to learn the firm's 
philosophy of the management. Some 
managements are genuinely paternalis- 
tic. Others feel that wage and hour 
employes are expendable. The philoso- 
phy determines the vesting, and the 
vesting determines the cost. 

Only the deductive approach is prac- 
tical, Mr. Marks believes. The induc- 
tive method is to check wages and de- 
termine how much in present and future 
pensions the firm wants, then figure 
cost. This is a great time waster. Find 
out first what the firm can spend. If it 
is $50,000 a year, determine what plan 
the firm can purchase with that money. 

His agency has learned that if the 
amount the prospect wants to spend is 
from 4 to 6% of entire payroll or 8 to 
12% of payroll on participants, it is prac- 
tical. Perhaps the prospect has under- 
gone recent expansion. The agency 
throws out the expansion and goes back 








several years to get an average for a 


“normal” period. 

Mr. Marks comes up with a figure of 
something less than the amount the firm 
has decided it can spend. He thinks 
the agency can do more justice to 
insured by spending less than the esti- 
mated amount, providing the lesser 
amount produces a valid plan and does 
the job the company wants done. For 
one thing the lesser amount provides a 
safety factor. 

Earnings on pension trust cases look 
like a lot of money. They are likely 
to be—the first year. But that just starts 
the adventure. On a $50,000 premium 
the agency earns, say, $10,000 the first 
year. Renewals provide a maximum 
earning of $2,000, and the case cannot be 
serviced for that by the average agent. 

Servicing of pension trusts can be a 
Frankenstein, he said. So much so, if 
any agents are contemplating entering 
this market—and Mr. Marks stressed he 
was not trying to discourage it—they 
should consider the future as well as the 
present. If an agent gets only three or 
four cases, those cases could put him 
out of business. 


How to Beat Overhead 


The agent might go to someone with 
considerable pension business and: pay 
the agency for servicing his cases. He 
said he was not soliciting business. The 
Fried & Marks agency has about 75 
plans, but it knows it will lose money 
on 20. It can’t tell in advance which 
one will be unprofitable. Peculiar prob- 
lems arise in corporations that have such 
plans. One case looked like it would be 
profitable and was for a time but labor 
troubles occurred and Mr. Marks had 
to talk at several plants, which were lo- 
cated across the country, away from 
communication centers. The cost, to 
charter planes, etc., was around $3,000 
and had to be written off. In another 
case a Treasury problem necessitated 
conferences in Washington, cost, $3,500. 

(CONTINUED ON PAGE 15) 


ve 


pF The 
COMMONWEALTH 


Commentary 


on 5 Vise 
TOP-FLIGHT CAREER MEN 


CONTINENTAL INSURER 


Bus Lines Offer 
Vending Machine 
rip Policies 


Continental Bus Lines and Transcon- 
tinental Bus Lines of Dallas are the first 
to make a deal with Goal Insuraide Ma- 
chines, Inc., of Houston, providing trip 
accident insurance in Continental Cas- 
ualty through the Goal insurance policy 
vending machines. 

The Goal people have been very ac- 
tive in the preliminary stages of their 
development and this tie-up with the 
bus lines may turn out to be a sizable 
insurance enterprise. 

The policies apparently are comp- 
arable to the well known Travelers Trip 
Accident contracts. 

For 25 cents per day the policies pro- 
vide $25,000 death and dual dismember- 
ment benefits for bus accidents and 
$5,000 for other accidents and $12,500 
and $2,500 for loss of one arm, one leg, 
etc. 

For a seven-day trip the rate is $1.50 
and there is a provision for extending 
the term to a period up to six months, 
with the daily premium rate scaling 
down to 10 cents. 

A. J. Emory, vice-president of Conti- 
nental Bus, said that the maximum trip 
policy that could be purchased at bus 
depots in the past has been $5,000. This 
has tended to create the impression that 
air travel is safer because $25,000 can 
be purchased at airports. 

Mr. Emory said that motorists, air- 
plane passengers and railroad _pas- 
sengers may purchase the policies at 
Continental Bus stations. Motorists and 
airline travelers may purchase $5,000 
trip policies for 25 cents and railroad 
passengers may purchase a $25,000 pol- 
icy for the same premium. 
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LIFE 


At its annual Manager’s Conference January 16-18, Common- 
wealth’s Ordinary Agency Department paid well-deserved 
recognition to the 1949 national leaders of that Department. 


C. D. Haskins, Commonwealth Career Manager of the West 
Tennessee Branch, was awarded the President’s Trophy for 
the best all-around job of agency management for the year 


Walter Trivette, Commonwealth Career Man in the Central 
Kentucky Branch, won the Davis Trophy. 
made each year to the Career Man who pays for the greatest 
volume of net-new business in his first contract year. 


Haskins, Commonwealth Career Man in the West 
Tennessee Branch, was awarded the Woodson Trophy for 
the greatest volume of paid business for the year 1949. 


Commonwealth is proud to pay tribute to this trio of national 
leaders, and also to the many other outstanding Common- 
wealth career men who did such a fine job in 1949. 
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IRKED BY “QUIRK” 





Life People Feel 
Truman Distorted 


Tax Picture 


_ WASHINGTON—President Truman 
in his tax message, in the section deal- 
ing with unintended exemptions from 
taxation, stated that “a problem exists 
also with respect to life insurance com- 
panies. The tax laws have always ac- 
corded favorable treatment to the in- 
come received by individuals from life 
insurance policies and have made special 
provision for the taxation of life in- 
surance companies. 

“As a result of a quirk in the present 
law, however, life insurance companies 
have unintentionally been relieved of in- 
come taxes since 1946. This anomalous 
situation has meant that neither the 
companies nor their policyholders have 
paid taxes on more than $1.5 Dillion 
of investment income per year, derived 
from productive assets worth about $60 
billion.” 

Referring to the bill reported by the 
ways and means committee Mr. Tru- 
man said, “I urge that steps also be 
taken to develop a permanent system for 
the taxation of life insurance companies 
which will remove the inequities of 
undertaxation in this field without im- 
pairing the ability of individuals to ac- 
quire life insurance protection.” 

The bill to tax life company invest- 
ment income some $90 million for 1947- 
49 was on the House leadership’s pro- 
gram for this week, but consideration 
awaited submission of the ways and 
means committee report on the measure, 
which was expected by mid-week. 

Insurance observers resent the refer- 
ence in President Truman’s special tax 
measure to Congress to a “quirk” in the 
law under which life companies have 
been tax-free. The propvision is said 
to be no more of a “quirk” than any 
other tax basis formula in revenue laws. 

Some of these observers look for 
quick and complete congressional action 
on the life company taxation bill, al- 
though Senate Finance Comfnittee 
Chairman George has indicated he is un- 
familiar with the measure. 

Chairman Doughton of the ways and 
means committee said it will begin tax 
hearings in a week or two ard will 
recommend a bill of its own as a per- 
manent measure. 


A.L.C., L.LA. Oppose 
New Housing Proposal 


American Life Convention and Lite 
Insurance Assn. of America have filed a 
statement opposing Senator Maybank’s 
cooperative housing proposal. 

“This program is intended to elim- 
inate direct lending by the federal gov- 
ernment to housing cooperatives, but it 
is our view that it does not actually ac- 
complish that purpose,” the statement 
says. 

While Senator Maybank’s proposal, 
by providing that the National Mort- 
gage Corp. for Housing Cooperatives 
shall issue partially tax-exempt notes 
and obligations for purchase by private 
investors, does derive funds from pri- 
vate sources, the program from that 
point on is strictly government-con- 
trolled with private investors having no 
influence in the operation of the corpo- 
ration. 

Another objection of the life com- 
panies is that loans made to housing 
cooperatives or non-profit corporations 
are placed on an unrealistically liberal 
basis. This, the statements points out, 
would lead to another round in the infla- 
tionary spiral in the housing field. Fin- 
ally, there is the objection that the pro- 
posal is directed toward providing hous- 
ing for the so-called “middle third” of 
income receivers in any given locality. 
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Parade of ‘’Victims’’ 


Opens Insurance 
Mail Fraud Trial 


Contrast Benefits Offered 
in Arcadia’s “Ads” 
with Those Paid 


Using some 25 ex-policyholders as 
witnesses to dramatize allegations of 
contrast between strict claim practices 
and mouth-watering direct-mail adver- 
tising, Assistant U. S. Attorney E. J. 
Ryan got the government’s mail fraud 
prosecution against Arcadia National of 
Chicago underway in federal court at 
Chicago. Alfred Sylvanus, 54, Arcadia’s 
president, and V. C. Johnson, 56, head 
of the United States Insurance Agency 
of Chicago, which sold the company’s 
\, & H. policies, also are defendants. 
The witnesses’ generally humble eco- 
nomic status and their obvious lack of 
business sophistication made it evident 
that the government was trying to 
arouse the jury’s sympathy and make 
it appear that the company had beamed 
its advertising at a grade of prospects 
wmable or unlikely to make shrewd ap- 
praisal of the policies’ limitations. The 
company hoped to counteract this im- 
pression with an occupational break- 
down of its mailing lists. 


Trial of Widespread Interest 


The first such case in the insurance 
feld to come to trial, it is of widespread 
interest to the entire insurance busi- 
ness. It could well be an entering wedge 
for federal regulation of insurance. 
The government contends that the 
advertising gave a false-and misleading 
picture of the benefits provided in the 
policy and paid under the company’s 
claim practices; that of 4,555 claims 
fled, only 1,267 received any payment; 
that premium income from 1939 to 
1946 was estimated at $305,590 but only 
$7,335 was paid in claims. 


Emphasizes 10-Day Inspection 


The defense emphasized the argu- 
ment that claim practices were as 
liberal as the terms of the policy war- 
ranted; that the buyers were asked 
to read the policy carefully, to keep it 
ior 10 days’ inspection and given the 
wivilege of returning it and getting 
their money back if they were not satis- 
fed with it; that the benefits, while 


mall, were not out of line with the 
premiums. 

The defense scored an important 
yont early in the trial when Judge 


Barnes ruled that the testimony given 
by Postal Inspector Van Petten as to 
conversations he had had with Mr. 
Sylvanus and Mr. Johnson could not 
Mi used to support the conspiracy 
targe, but only the charges against 
these defendants individually. This was 
mportant because it is often easier to 


jtove a charge of conspiracy to de- 
aud than to prove actual fraud. 
A point which the defendants feel 


to be i in their favor is the fact that their 
avertising, as well as their policies, 
Were approved by the Illinois depart- 
nent. However, this fact had not been 
fered as evidence by the middle of the 
Wek and it was not known how Judge 
atnes would rule on its admissibility 
% evidence. 





DRAMA MISSING 





In the opening stages, at least, the 
Svernment seemed to be underplaying 
‘hand. There was nothing dramatic 
F sensational about its presentation. 
(CONTINUED ON PAGE 15) 
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SHOW 1949 INSURANCE RESULTS 





New Bus. New Bus. 1949 Inc. 1948 Ine. 

1949 1948 in Force in Force 

Bankers, Nebraska .........-.6+- 35,843,819 38,009,447 18,672,240 21,245,576 
Columbian National .............. 1,679,482 52,960,793 24,207,862 29,347,749 
Continental Assurance ........... 375,081,7 $74,835,254 175,403,712 181,290,870 
BieeeGMhe ce vicccccecsccuecencunes 30,868,477 31,903,039 ,906,086 19,580,695 
SER CNG co pice sicowesescssaces 83,552,415 98,595,422 26,458,214 42,544,954 
Lincoln National ..........ceeeeee 652,729,450 712, 176,286 288,036,269 402,847,005 
London, Canada ....-..ccccccecee 245,559,299! 226, 721, 3241 182,387,525 165,526,727 
WOW TERI cece ce cceccsceccacees 262,695,203 259,607,775 148,137,362 162,690,404 
Northern, Seattle. .....cccccccces 38,034,683 40,216,102 11,229,966 16,254,524 
URGE BEWORe -occccsicdecduveceous 134,070,028 161,695,910 37,603,060 53,420,852 





1Excludes revivals and increases, reinsurance ceded, paid-up additions and in- 


creases in group life after issue. 








Burt S. D. Commissioner, 
Mueller Heads Life Company 


George O. Burt, 33, Watertown, S. D., 
has been named South Dakota insurance 
commissioner and 
fire marshal. He 
has been an exam- 
iner in the depart- 
ment. 

He succeeds W. 
A. Mueller, who re- 
signed to become 
president of Rush- 
more Mutual Life 
of Rapid City. 

Mr. Mueller had 
been chief examin- 





er of the depart- 
ment for four years 
W. A. Mueller prior to his ap- 


pointment as com- 
missioner in 1944. He served for 16 
years as a local agent for fire and life 
companies while cashier of Farmers 
State Bank at Turton, S. D. 

The new commissioner is the son of 
the late George K. Burt, who was serv- 
ing as commissioner at the time of his 
death in 1944. He has lived at Water- 
town since 1917. 

Mr. Burt attended University of South 
Dakota one year and was graduated 


Chase Bank Loan Plan 
Emulates Metropolitan's 


NEW YORK — Metropolitan Life’s 
share-the-loan plan has a counterpart in 
the banking field. 

Chase National Bank has set up a 
$10 million fund for a nation-wide pro- 
gram aimed at participating with corre- 
spondent banks in extending loans to 
small businesses. Applications must be 
made through local banks, Chase will 
offer to take up to 90% of the amount 
of each loan up to a maximum amount 
of $25,000 and maximum length of three 
years. 

Chase will allow the local bank one- 
half of 1% as a service fee for handling 
the loan and will request for itself a 
minimum net interest rate of 4%4%. 
Major features of the plan closely re- 
semble the one Metropolitan Life re- 
cently announced. 


Charles E. Ferree, Jr., of the public 
relations department of Travelers has 
been appointed publicity chairman for 
the Hartford Red Cross Drive. 











from State College, majoring in eco- 
nomics. He served 4% years in the 
army, 21 months in the South Pacific. 








selling. 


Proprietorship sale. 
tvo much on the 





Sole Proprietorship 


Harry O. Rasmussen, our General Agent at Newark: 


“Back in 1944 I interviewed a prospective recruit for 
He did not meet our requirements but gave me 
several names of men who might. 
ness in a small shack. It was a one-man business, not 
only making the material, but also selling and delivering. 
} He was not interested in another change, so I shifted to 
a discussion of his own life insurance. 


“He carried $5,000 and I was successful in selling 
another $5,000. He was interested in small policies on 
his wife and two children. I placed three small policies. 
Three months later he bought $5,000 more. Two years 
later I converted the Term Insurance which was part 
of the 1944 policies and sold him another $5,000. 


“In 1948 he built a small building to carry on his 
manufacturing and it was necessary to invest more 
money and borrow some. I reviewed with him how the 
value of the business would shrink if he were taken out 
of the picture, and placed another $25,000 on a Sole 
His wife need not have to depend 
value of the business should he die.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


One was doing busi- 














All-Industry Men 
Grapple with 
New FIC Issue 


Meet at N. Y. on 
Federal Agency's 
Auto Finance Rules 


A meeting of the full all-industry 
committee got under way at the Park 
Sheraton hotel, New York, Thursday of 
this week to tackle a new aspect of the 
problem of the area to be occupied by 
the states and by federal trade commis- 
sion in the supervision of insurance. 

The issue is here provoked by the 
new proposed trade practice rules cover- 
ing the automobile “pack” and related 
practices that was released by federal 
trade commission Jan. 12, and on which 
there is to be a hearing at Washington 
Feb. 2. 

This FTC undertaking started out as 
a program of reform in the automobile 
finance field, but rule four in the pro- 
posed set of rules provides for direct 
FTC regulation of insurance companies. 
In other words, the FTC goes beyond 
undertaking to regulate the seller and 
puts the insurance company right under 
its thumb. 

It is understood that this question is 
being talked up extensively among in- 
dividual commissioners and that Larson 
of Florida as chairman of the N.A.I.C. 
committee on liaison with FTC is giving 
the problem a great deal of considera- 
tion. There are some that are advocat- 
ing a very firm and completely repre- 
sentative statement by the commissioners 
to the effect that the FTC at this point 
is overstepping its bounds; that the 
states are thoroughly equipped to regu- 
late the insurance aspects of the matter 
and, in short, to make a clear cut issue 
of the situation at this time. 


Management Conference at 
Columbus March 15-17 


An agency management conference 
will be held at the Deshler-Wallick hotel 
in Columbus March 15-16, sponsored by 
the Ohio Life Underwriters Assn., the 
general agents and managers committee 
of the National Assn. of Life Under- 
writers (zone 2), and the College of 
Commerce and Administration of Ohio 
State University. 

Theme will be increasing the eff- 
ciency of a life insurance agency and 
improved methods of supervising and 
directing the work of salesmen. The 
conference will begin with a luncheon 
on March 15 and adjourn at noon on 
March 17. There will be a dinner pro- 
gram March 15. The conference is part 
of a long-range program calculated to 
make Ohio State University a great in- 
surance center. 





Chicago group supervisors at their 
next meeting Feb. 6, will hear Martin 
Keagy, vice-president and treasurer of 
Croname, Inc., on “Effects of Social Se- 
curity Changes.” 


Celler Too Busy to Deal 
with Insurance This Year 


WASHINGTON —Announcing 
a new*series of hearings on anti- 
trust legislation and on specific in- 
dustries, Chairman Celler of the 
House monopoly committee stated 
he is too overloaded to take up the 
insurance industry for further in- 
vestigation this year. 
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Mutual Benefit Life 
Introduces New 
Training Program 


The general agents meeting of Mutual 
Benefit Life at Bellaire, Fla., served to 
introduce a new, integrated training 
program and improved recruiting and 
selection procedures. 

Dr. S. Rains Wallace, director of re- 
search L.I.A.M.A., talked on selection 
and later helped conduct a seminar on it. 

After a welcome by Alfred J. Lewal- 
len, Miami general agent, President 
John S. Thompson gave a company re- 
port. He showed how current economic 
conditions indicate favorable prospects 
for 1950. 

L. W. McDougall, director of man- 
agement training, pointed out that pro- 
duction from new organization was in- 
creased over 1948. He redefined the 
company objective for 1950 as more 
lives, in terms of better recruitment 
and supervision. 

C. Carney Smith, Washington, and 


Alex M. Knapp, Baltimore, put on a dem- 
onstration of office analysis of an agent’s 
progress. John O. Wilson, associate 
general agent in Seattle, discussed 
coaching in the field, pointing out that 
the winner. of his agency award last year 
seemed to be a misfit at first. 

Highlight of the meeting was the in- 
troduction of the new, integrated train- 
ing program by H. Douglas Palmer, di- 
rector of agent training. There are four 
steps. Basic training is given at the 
home office in a two-week school, par- 
ticularly designed for the new agent, 
although it also serves as a refresher for 
experienced men. The second phase cov- 
ers programming procedure and the use 
of the “Analagraph,” the Mutual Bene- 
fit’s programming device. The third 
phase is on business insurance and is a 
background for company, regional, busi- 
ness schools held periodically. The last 
phase, advanced training, is in two sec- 
tions, property planning and employe 
benefits and pension trusts. 

Robert W. Wilkinson, regional super- 
intendent, and Norman E. Andersen, 
Chicago general agent, gave a demon- 
stration of the setting up of a training 
program, showing the flexibility of the 
program and how the general agent may 
adapt it to his agency. 

John D. Brundage, director of agen- 











service begins. 











Tue most important business unit in this 
country today? Our vote goes to that cozy 
little family unit so often typified as “Man- 
and- Wife-and-Two-Little- Kids”. From an 
operation standpoint its problems are as real 
and as urgent to the man at the head of it as 
are the problems of a million-dollar corpora- 
tion to its president or board of directors. By 
the same token, the man at the head of opera- 
tions MAWATLEK is deserving in an equally 
high degree of good, honest, intelligent counsel 
at the hands of the individual who sits in with 
him on a program of life and wage replace- 
ment insurance. It is in this concept of respon- 


sibility — so it seems to us — that true human 
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cies, explained the new recruiting man- 
ual and procedure. He demonstrated 
the suggested factors that determine the 
choice of a career, including security, 
opportunity, service, income, job specif- 
ics, and attitude. 

Walter B. Fariss, director of field 
personnel, stated that the main source 
of new agents has been friends of agents 
and general agents. Recruiting plans for 
1950 include sources little used by Mu- 
tual Benefit before—advertising, em- 
ployment and placement offices, direct 
mail to centers of influence, policyhold- 
ers and recruitment from the ranks of 
brokers. 

James P. Moore, director of agency 
finance, said the general agent should 
recruit good men with the idea that 
they will make money for themselves 
and for the general agent. 

Associate Counsel John J. Magovern 
talked on several new underwriting and 
procedural techniques. August C. 
Hansch, director of sales services, talked 
on sales promotion and national adver- 
tising plans for 1950. He outlined sales 
aids on the new salary savings plan 
and the new juvenile series introduced 
recently. 

Richard E. Pille, vice-president in 
charge of agencies, said the successful 
general agent must be able to teach and 
enjoy doing it, must be a good salesman 
to sell men on the company, on train- 
ing, or life insurance itself; must be a 
good business man and organizer; must 
be a good financial manager and have 
a willingness to invest in his own busi- 
ness, and must be a leader. 


Group Life Field 
Far from Covered 


Edmund B. Whittaker, vice-president 
ot Prudential, feels there are many 
agents who regard the group life field 
as being so well covered that there is 
not much point in mastering it and that 
such people are wrong because there is 
a long way to go before the nation is 
adequately covered. He expressed this 
view at a meeting of Buffalo Life Un- 
derwriters Assn. The chief group officer 
of Prudential prophesied that within 25 
years the volume of group life would 
approximate one year’s national income 
and that individual policies should at- 
tain at least that volume. This means 
there is a lot of catching up to be done, 
he said. 

Mr. Whittaker forecast a considerable 
increase in group annuity business in 
connection with excess plans for the 
higher salaried employes to supplement 
basic social security benefits. 





Basis for Pension Financing 


The group executive referred to the 
enormous amount of new investments 
that must be available if any scheme 
such as a $100 a month pension for 
everybody is to be funded along sound 
actuarial lines. He opined that if the 
nation is to have any such program, the 
only practicable method of financing it 
is through the social security act which 
would operate on a pay-as-you-go basis 
with a taxing power to safeguard the 
system instead of the usual insurance 
practice of actuarial reserves. 

Mr. Whittaker feels that the nation 
will never have a satisfactory bulwark 
against national health insurance until 
the insurance companies, Blue Cross, 
etc., can make available complete med- 
ical care to persons earning up to $10,000 
a year. 
Frank E. Walsh, director of group 
insurance relations at Prudential, com- 
mented that producers should get on 
their marks for the sale of group A. & H. 
policies to meet the challenge to private 
enterprise presented by the New York 
program. He reported that as soon as 
the company rates and forms are ap- 
proved and the workmen’s compensa- 
tion board releases its final regulations, 
the drive for New York business will 
get off with a bang. 


Mitcheltree Heads 
Columbus Mutual; 
Clark !s Secretary 


Columbus Mutual Life has elected Car] 












Mitcheltree president to succeed Dan- Juven 
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of the company to $250 million of insur- a. ay 
ance and to $78 million of assets. Hef yhich wil] 
was elected assistant secretary and actu- tiplicity 0 
ary in 1924, secretary and actuary it} pouch li 
1930. He has been vice-president and take pe 
secretary since 1933. He graduated from quires pw 
University of Michigan in 1915 and re- Me deli 


ceived his master’s degree from its ac- 
tuarial department in 1916. 

R. A. Clark joined Columbus Mutual 
in 1947 as controller. He graduated 
from Wabash College in 1927 with Phi 
Beta Kappa honors and received his 
master’s degree in actuarial science from 
University of Michigan in 1933. He was 
seven years in the actuarial department 
of American United and five years with 
Haight, Davis & Haight, consulting ac 
tuaries, in Omaha. He went to Colum- 
bus in 1941 as actuary for Farm Bureat 
Life. He is a past president of the In- 
surance Accounting & Statistical Assn. 
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St. Louis Pension Rally 


The St. Louis Insured Members 
Conference i$ holding a luncheon meet: 
ipg Jan. 31 on pension policy, practices 
and politics. The speakers include Hugh 
A. Logan, life manager of Marsh & 
McLennan at St. Louis; A. A. Schweig- 
hauser, Laclede Steel Co., and Stanley 
Rector of Unemployment Benefit A 
visors, Inc., of Washington. 





W. H. Gilbert, a secretary of the 
group department of Travelers, has te 
tired after 31 years of service. His de 


cision to retire was prompted by con-§’st treasur 
cern for his health. He has left for anflife Under 
extended stay in Florida. on of C. ] 


ency. 
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SALES IDEAS OF THE WEEK 





Juvenile sales were stressed by Hu- 
bert E. Davis, production manager of 
the C. B. Knight agency of Union 
Central life, at the January educationai 
meeting of the New York City Life 
Underwriters Assn. Of the three mil- 
lion children born in the United States 
every year about one-quarter of a mil- 
lion will not survive to age 25, he said, 
according to the C.S.O. table, and more 
than 350,000 will not survive to age 35. 
This does not even take into considera- 
tion the larger numbers who, for one 
reason or another, will later be denied 
life insurance, he said. 

Agents who have taken the time 
to test the value of juvenile have been 
successful beyond their fondest hopes, 
he said. They have discovered that al- 
most any parent will lend a receptive 
ear to the suggestion that a life insur- 
ance program be launched for the child, 
and they have had a high percentage 
of sales. It also provides a wedge for 
additional insurance on the life of the 
father. 


He referred to the feeling which 
many agents have that it is not pro- 


fessional to suggest insurance on the 
child before the father has been ade- 
quately insured and said that his re- 


action to this view is that it is “pure 
tripe.” “Let me ask you frankly,” he 
said, “how many of your policyhold- 


etfs are adequately insured and how 
many of them ever will be adequately 
insured? But these very men are buy- 
or putting money into sav- 
ings accounts, or setting up trust funds 
in the name of their children. Should 
we not divert some of these funds into 


2” 


life insurance: 
Insured Men and Women 


The purpose of juvenile, he said, 
is to make ‘sure that the child of today 
will be an insured man or woman of 
tomorrow. In selling insurance on the 
child, “we must avoid. any thought that 
what we are proposing has anything 
whatever to do with the contemplated 
death of the child,” he said. The cover- 
age is to provide a lifetime investment 
which will stand ready to do a mul- 
tiplicity of jobs as the child goes 
through life. One of these may be to 
take care of dependents when he ac- 
quires them. 

He delivered a suggested sales talk 
which showed the uses to which the 
insurance could be put throughout the 
lifetime of the child. Using a $10,000, 
%0-pay life refund juvenile at age 10 
policy he showed that at age 18, if all 
other sources fail, the contract will 
provide $2,900. Later when the child 
gets married he will have the $10,000 
of insurance and no more premiums 
to pay. When the time comes for him 
to want to buy a home, at age 30 the 
emergency value of the policy is about 
4,500, at age 40 it is over $5,300, and 
at age 50, over $6,300. If he wants to 
tetire at age 60 the contract, which has 
been available as an emergency fund 
through all the past years can provide 
him with an annuity of $40 a month 
for life, the presentations showed. 

The advantage of arranging the life- 
time program while the child is young 
8 not only in the dollar cost but in 
the guaranteeing that he will always 
have insurance, he continued. 

His talk was highlighted and drama- 
zed by the appearance on the plat- 
form of three year old Knight Barton, 
on of Charles Barton, vice-president 
i the C. B. Knight agency of Union 
Central, grandson of Walter E. Bar- 
‘on, former head of the agency and a 
ast treasurer of National Assn. of 
life Underwriters, and great-grand- 
on of C. B. Knight, founder of the 
gency. 
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Juvenile Selling Stressed 
At New York Sales Meeting 








zines in 


ing him what you do for a client. 
him know that he is not doing you a 
favor by referring you to other parties 
but that it is you who will be perform- 
ing the favor and service for the client.’ 

In prospecting for business insurance, 
he suggested subscribing to trade maga- 
different 
which the producer already has a client. 

What to do when 
he doesn’t want the program the agent 


business 





Let ing the program to the prospect the 
latter says he doesn’t want it but wants 
“x” amount of insurance and on a term 
basis and nothing else. Having been 
warned by the general agent to get 
all the facts in advance, as the agent 
usually is, he suggested that, at that 
time, the agent take the man’s check 
for the term premium and arrange for 
the medical. “Don’t argue and take a 


fields in 


a prospect says 


. ; Ae: has prepared was outlined by Brooks chance of losing the case,” he sug- 
“Build yourself up in front of the cen- Palmer, Equitable Society. In his . gested.” When the prospect gets into 
ter of influence,” Harold N. Sloane, Con- presentation, he assumed that the basic that frame of mind, the best thing to 


tinental Assurance, suggested, “by show- 


facts had been obtained and on show-do is to get him covered with term. 








ae 
The above is a reproduction of William R. Pratt's 
success story as told by his wife and as it ap- 
peared in Life Insurance Magazines recently. Like 
most Minnesota Mutualites he attributes his ac- 
complishments to the Company's exclusive Organ- 
ized Sales Plan and the unique SUCCESS-O- 
GRAPH*. A copy of Mrs. Pratt's story will be 
sent to you upon request. 


EDWARD B. COSGROVE 






C. E. CHILDS 


Denver 


Le Sueur 


Men of wide and rich experience, each a specialist in a particular field — forward-looking, energetic 
men of enterprise and initiative balanced by hard-headed, practical viewpoints — such are the men 
who fix the policies and guide the activities of the Minnesota Mutual Life Insurance Company. With 
pride we present here one Member of the Board of Trustees and one General Agent of the Company. 


Edward B. Cosgrove, whose name is a synonym for Minnesota Valley 
Canning Company of Le Sueur, Minnesota, started his business 
career with that company in 1913. "Ward" was secretary from 
1914 to 1929, has been President and General Manager since 1929. 


Minnesota Valley operates canneries in Minnesota, Wisconsin, lowa, 
Pennsylvania, Washington, Illinois, and Idaho, giving employment 
to about 20,000 people in the peak of canning season. Fine Foods 
of Canada, Limited, Tecumseh, Ontario, is a Canadian affiliate 
operating canneries in Ontario and Quebec. The companies’ 
products are sold under nationally known brand names throughout 
the United States and Canada. The annual report for 1949 shows 
gross sales of over $32,500,000 for that year from production in 
the United States alone. Assets of Minnesota Valley and its domestic 
affiliates amounted to $18,520,702 as of March 31, 1949. 

Mr. Cosgrove is President and Director of Minnesota Valley Cor- 
poration of Minneapolis, a Director of Northwest Bancorporation, 
Pillsbury Mills, the First National Bank of Saint Paul, and Chairman 
of the Board of Fine Foods of Canada, Ltd., Tecumseh, Ontario. 
"Ward," as he is universally known, was President of the National 
Canners Association in 1929 and has served continuously since on 
its Finance Committee and Administrative Council. 

He is a member of the Advisory Board of Canners Exchange, Chi- 
cago; a graduate Member of Business Advisory Council of the 
U. S. Department of Commerce; a member of the Board of Trustees 
of the Nutrition Foundation, Inc., and a member of the Board of 
Trustees, Committee for Economic Development. He was elected a 
Trustee of the Minnesota Mutual in January, 1949, and brings to 
the Board an unusually broad understanding of agriculture to blend 
with the viewpoints of industry, banking and finance. 
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C. E. “Chuck” Childs is typical of the rugged Americans who have 
made this the greatest country in the world. A native Pennsyl- 
vanian, born at Uniontown, Chuck's early life was spent in the 
environment that goes with the bituminous coal mining area. At 
the early age of 16 he went down into the pits with his boyhood 
chums to learn the serious business of mining coal to earn his way 
through school. Later came a lighter and more pleasant interlude 
when he played professional baseball. 


But the urge to sell was so compelling that when only 22 years old, 
Chuck became a salesman for a power company. One year later, 
in 1927, Life Insurance captivated his imagination and he has de- 
voted his every thought to our business ever since. 


Becoming a member of the Minnesota Mutual family in 1938 as 
General Agent at Danville, Illinois, Chuck Childs was transferred 
to the Home Office as Assistant Superintendent of Agencies. That 
was in 1941 and two years later he re-entered the field of actual 
selling and agency management when he was named General Agent 
at Denver. During his first full year in Denver the Agency had a 
total paid volume of $1,192,000; four years later-—1949—"Chuck's” 
outstanding abilities as salesman and manager were reflected in a 
total ordinary paid volume of $5,263,084, when his was the leading 
agency in ordinary paid business. For a fine record as salesman, 
Superintendent of Agencies and General Agent, Minnesota Mutual 
salutes Chuck" Childs and congratulates him and his associates on 
a phenomenal record. 





® Baton U. S. Patent Office 
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Proposed Kentucky 
Code Incorporates 
Advanced Features 


The proposed new Kentucky insur- 
ance code which has been submitted to 
the state legislature recreates the de- 
partment of insurance as a_ separate 
entity supervised by a commissioner. 
The insurance division, supervised by 
a director, now operates under the de- 


partment of business regulation. The 
new code would become effective Sept. 
1, 1950. 

Among many changes in the new 


code is the requirement that new agents 
must qualify by examination directed 
at the kind of insurance they intend to 
write. Licensing of independent and 
public adjusters is required for the first 
time along with a surety bond require- 
ment for adjusters handling public 
funds. 

The new code creates a category of 
insurance representatives to be known 


as. solicitors, licensed representatives 
of insurance agents. There is a pro- 
vision that a temporary license may 


be issued in cases where an agent be- 


comes disabled or deceased. 

Financial requirements for all types 
of insurance companies have been in- 
creased substantially. Companies now 
authorized to do business would be 
permitted to do so without having to 
meet the new requirements. 

To the grounds in the present code 
for forcing a company to discontinue 
writing new business in the state are 
added habitual “chiseling” on claims; 
illegally placing Kentucky business in 
an affiliated company which is_ not 
authorized to write business in the 
state, and failure to pay a final judg- 
ment. 


Stricter Impairment Rules 


The number of incorporators required 
to start a new stock company has been 
reduced from 13 to five and a mini- 
mum par value of $10 per share is re- 
quired as to capital stock by the pro- 
posed code. If the capital stock of a 
company is impaired at all, the com- 
pany is required to secure the impair- 
ment upon 90 days’ notice from the 
commissioner. In the present code, no 
impairment is deemed to exist until the 
capital of a company falls below 80% 
of its capital stock. 

For the first time, provision is made 





TO MEN OF 


Wilt 


bine fieldmen of Indianapolis Life are men 
of action who build careers in life under- 
writing, with sound, aggressive assistance from 
an alert home office. To men of action who want 
successful careers—Indianapolis Life has rich 


opportunities. Those who qualify enjoy thor- 
ough training—a complete line of quality, low- 
cost policies—a superior type of rate book that 
gives instant answers for briefs and program- 
ming—and lifetime service fees and a pension 


plan that assure security. 


Insurance-in-force over $225,000,000 


AGENCY 
OPPORTUNITIES IN 
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Indiana 
lowa 
Ohio 
Michigan 
Minnesota 
Texas 
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EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVENUE 
NEW YORK 16, N. Y. 


Issues $10.00 Monthly Income Disability Benefits 
per $1,000.00 of Insurance up to $150.00 a month. 


One and Five Year Renewable Term, 

ancy; Mortgage Protection Insurance; Family Income Riders; Juvenile 

Insurance; Insurance with Annuity; 

After Twenty Years; Limited Payment and Endowment Contracts; Also 
Sub-Standard Policies Issued. 


General Agencies available in Upstate New York, New Jersey, 
Delaware and the District of Columbia 


For further information write to Murray Aprit, Director of Agencies 







| "A Company with a Friendly Atmosphere 


HARRY YARIN, 
V. P. and Secretary 


Ten Year Term and Term Expect- 


Life Premium Reduced One-half 








for the mutualization of stock com- 
panies. A new provision is contained 
governing merger or consolidation of 
mutual companies with other com- 
panies. An explicit provision as to the 
jgmpairment of the surplus funds of 
mutual companies is contained together 
with the requirement that the impair- 
ment be cured within 90 days upon de- 
mand of the commissioner. A chapter 
is contained on the formation of recip- 
rocals, foreign or domestic. 

The category of property insurance, 
including fire and allied lines and all 
coverages on property, has been added 
to the classifications found in the 
present code. Surety coverages have 
been taken out of the casualty classifica- 
tion and made a separate class. 

It is provided that the insolvency of 
an original company will not diminish 
the liability of a reinsuring company. 

The investment article of the new 
code places some new restrictions upon 
investments in common stocks. It allows 
insurance companies additional facilities 
in the handling of real estate and in 


allowing chattel mortgages covering 
household utilities to be taken as part 
of package mortgage loans on resi- 


dences and apartment houses. 

The proposed code raises the budget 
for administering deposits of company 
assets from $3,600 per year to $5,400, 
while the number of companies sharing 
in the expense have been increased. 

The new standard provision for un- 
authorized service of process for mail 
purchases from non-admitted companies 
has been added. 

The commissioner is given the power 
to prohibit use of insurance contracts 
found by him to be ambiguous, mislead- 
ing or deceptive. The. new code pre- 
scribes who may make contracts, what 
such contracts shall contain, how they 
may be made, delivered and renewed. 
A requirement is inserted requiring full 
insurance information to be furnished 
the purchaser of an auto on contract. 


A. & H. Minimum Standards 


An article is contained for the first 
time in the Kentucky code requiring 
certain standard provisions in 4 H. 
policies for both individual disability 
and group and blanket disability policies. 

Standard provisions for life insurance 
and annuities have been inserted for the 
first time, along with the standard defi- 
nitions for group life insurance of the 
N.A.I.C. There is a_ similar require- 
ment pertaining to industrial life. 

The requirement for stamping on the 
filing back of policy notice of premium 
reduction by the coinsurance provision 
has been deleted in connection with the 
valued policy law. 

A provision follows the legislation 
recommended by N.A.I.C. to limit un- 
fair practices and fraud. A provision 
new to Kentucky is the uniform in- 
surers’ liquidation act. 


Pilot Life Leaders Meet 


Pilot Life held a convention at its 
home office Jan. 12-13. Thirty general 
agents were present as a result of win- 
ning the company’s Four-Star Agency 
Award for 1949. Rufus White, agency 
manager, was in charge of the conven- 
tion. O. F. Stafford, president, and J. 
M. Waddell, executive vice-president, 
were the principal speakers. 








To Plan 1.A.S.A. Program 


Directors of Insurance Accounting & 
Statistical Assn. will hold their mid- 
winter meeting Feb. 11-12 at the Palmer 
House hotel, Chicago. The directors 
and all committee members will meet 
jointly, Feb. 11 and the regular board 
meeting will be the following day. The 
group will plan the program for the in- 
ternational conference, scheduled for 
May 11-13, at the Hotel Statler, Boston. 





Paper Has Insurance Section 


A “Report on Health and Insurance” 
was featured in a special 16-page sup- 
plement to the Jan, 22 issue of the 
Wichita “Beacon” in connection with. 
with fire, life, A. & H., hospitalization 





‘describes and offers the solutions t0 


and casualty insurance. There was a 
special article on Wichita Assn. of In- 
surance Agents with pictures of the off- 
cers. E. L. Mack, president of Kansas 
A. & H. Underwriters Assn., had a by- 
line on a half-column article on A. & H, 
There were articles on National Board, 
Underwriters Laboratories, the nation- 
wide hospital inspection program re- 
cently launched, N.F.P.A. and _ other 
service organizations. 

Institute of Life Insurance was given 
a good spread which included a large 
picture of Holgar J. Johnson, president, 





Business Must Woo Customer 


“Business men today must woo the 
customer because the customer is king,” 
Charles R. Choquette, director of mail 
and publications of Aetna Life, told the 
East Hartford Chamber of Commerce. 

Mr. Choquette warned that customers 
can make or break a business, and point- 
ed out that an effective public relations 
campaign could save a tottering con- 
cern. 

Mr. Choquette cited advantages of 
direct mail. ‘‘The door is never closed 
to the mail man, but mail advertising 
must be persuasive and be followed up, 
There is’ no such thing as a one-shot 
campaign.” 

He told the merchants to make letters 
informal and avoid that “printed look.” 





Honor C.L.U.s at Memphis 


James K. Pace, Reliance Life, spoke 
on “Thrift, a Basis for Individual Eco- 
nomic Security;” William T. Walker, 
Massachusetts Mutual, on “Business In- 
surance,” and Robert H. Horton, Metro- 
politan Life, on “The Chartered Life 
Underwriter” at the January meeting 
of Memphis Life Underwriters Assn, 
paying special tribute to its C. L. U. 
members, 


Milw. Council Meet Jan. 30 


Milwaukee Life Insurance & Trust 
Council will hold its annual meeting Jan. 
30. In addition to the dinner and busi- 
ness session, an address on “The Cur- 
rent Economic Situation” will be made 
by Fernand Peternotte, secretary Wis- 
consin Investment Co. 


Columbus C.L.U. Institute 


Columbus C.L.U. chapter will hold 
its annual institute Feb. 13. Attorneys, 
accountants, trust officers and_ under- 
writers in central Ohio are invited. The 
speaker will be Robert F. Spindell, 
Chicago tax attorney. 











Martin E. Segal & Co., New York City 
employe benefit plan consultant, has 
reportedly been retained by a grouping 
of 154 milk companies and_ six locals 
of the teamsters union AFL, to work 
out the details of a combined welfare 
and pension plan for 15,000 milk truck 
drivers in the New York and New 
Jersey area. The plan will be on a non- 
contributory basis involving four cents 
an hour for welfare benefits and six 
cents an hour for pensions. Segal & 
Co. will act as consultant to both parties. 

The Building Trades Employers Assn. 
of New York City has retained the 
Segal company to prepare a report on 
an industrywide survey of welfare 
agreements. Thes= agreements cost $6 
million annually ana affect 100,000 build- 
ing trade craftsmen and their families. 
Pensions will not be included in_the 
survey, which will be completed by Feb. 
15. 

The Atlanta C.L.U. heard a talk by 
Charles J. Zimmerman, associate man- 
aging director of L.I.A.M.A. 

“How to Build a Successful Life 
Insurance Agency,” a management text, 
written by O. Sam Cummings, Texas 
general agent for Kansas City Life, has 
been published by R. & R. The book 


many problems of agency management. 
It is priced at $5.50 and may be put- 
chased through any office of the Na 
tional Underwriter Co. 


January 
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Sell Husband and Wife 


Efforts by agents should be to sell 
both husband and wife on life insurance 
rather than the husband alone, accord- 
ing to a survey by American Home 
Magazine on family buying habits. 
Though the survey asked questions 
concerning fire, casualty and accident 
insurance, its conclusion was that gen- 
eral insurance buying for the most part 
is a family decision. The principles 
probably apply to life insurance pur- 
chases also. Wives were asked, ‘Was 
the decision to buy insurance made 
primarily by your husband, you, or both 
of your” The percentage of those carry- 
ing insurance was husband, 27.3; wife, 
6.4; both husband and wife, 63.8; no 
answer, 2.5. 








Shortage of Supervisors 


For some time in New York City 
there has been a shortage of brokerage 
supervisors in life agencies and it will 
probably continue, according to some 
supervisors, until managers or general 
agents make better offers. The super- 
visors say that there are a number of 
chances to switch agencies but that the 
inducement frequently carries no dan- 
ger or risk of financial loss to the gen- 
eral agent who is looking. The reason 
some supervisors have turned down 
offers is that the offer called for a small 
drawing account plus an overriding on 
what they produced. This means mere- 
ly that the supervisor who changes his 
agency sometimes does not get much 
more than he has been getting, and risks 
losing some of his brokerage following. 
With many supervisors their following 
is their stock in trade and the foundation 
of their success. Supervisors would be 
more amenable to an offer of a good 
salary plus a bonus based on produc- 
tion, with some provision for job se- 
curity. 





Pensions’ Effect on Credit 


Serious problems for credit analysts 
will be created unless the accrued lia- 
bility of industry pension plans are re- 
flected in balance sheets, according to 
Henry H. Heimann, executive manager 
of the National Assn. of Credit Men. 


Dunfee, Dunstall Advanced 
by Canadian Association 


Life Underwriters Assn. of Canada, at 
its annual meeting in Toronto, elected 
Charles F. Dunfee, 
7 as manager Great- 
West Life at Van- 
couver, as_ presi- 
dent and Leslie W. 
Dunstall, the asso- 
ciation’s manager 
and secretary, as 
general manager. 
A. Gordon Nairn, 
executive vice-pres- 
ident, recently re- 
signed to become 
director of agencies 
in Canada for Pru- 
dential. 

Mr. Dunfee joined 
Great-West at Regina in 1916 and has 
been manager there, at Winnipeg, To- 
tonto and Vancouver. He was superin- 
tendent of agencies for a time but re- 
quested return to the field. 

Mr. Dunstall went to Canada from 
England in 1919 and joined the associa- 
tion’s staff, becoming assistant secretary 
In 1923, secretary in 1929 and also man- 
ager in 1946. 

_A. W. Lingard, who joined the asso- 
Ciation staff in 1939, and returned in 
1946 after war service, has been pro- 
moted from office manager to acting sec- 
retary. Miss Margaret Wright, assist- 
ant secretary, has been appointed secre- 
tary of the Institute of Chartered Life 
Underwriters of Canada. 
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He says the inevitable result of $100 a 
month pensions will be to force business 
to back legislation to shift the pension 
burden to the government. 


Government Does It Too 


An interested observer at the mail 
fraud trial of Arcadia National in Chi- 
cago remarked with some bitterness that 
the recruiting posters outside the fed- 
eral building where the trial was going 
on did the same thing that the govern- 
ment was charging Arcadia’s advertis- 
ing with doing. 

“Those posters,” he observed, “don’t 
tell you that you'll be shot at and may 
be wounded or killed. They say, ‘Join 
the navy and see the world.’”’ 





Make the Nugget Easy to Find 


Lawyers, actuaries, doctors and others 
in life insurance who sometimes present 
papers on somewhat technical matters 
often fail to get as good publicity as 
they might through failure to include a 
paragraph or so expressing an individ- 


ual viewpoint, a warning against some 
danger or anything else that will catch 
the eye of the editors who are looking 
for something newsy but who can’t hope 
to cover the entire paper. 

- The other day we complimented 
a lawyer who had presented a paper cov- 
ering a complex life insurance subject in 
a thorough and workmanlike manner, 
but who had also stated a conclusion 
which, though more or less incidental to 
his main theme, was something that an 
editor could build a lead around. This 
lawyer admitted frankly that he always 
did this in papers or articles. It is a 
system that could well be followed more 
generally and with good results all 
arcund The value of this practice is 
particularly noticeable where daily 
newspapers handle technical or scien- 
tific material. A rewrite man may have 
to dig through a great deal of routine 
material before finding a small nugget 
of news. The smart writer of papers 
not only makes sure that the nugget is 
there but that it is not too hard to find. 








The field advisory board of Guardian 
Life has held its first 1950 meeting at 
the home office. James E. Bragg, man- 
ager of the home office agency, is‘ chair- 
man for 1950. 


L.LA., Institute in New 
Quarters About Mar. 1 


NEW YORK —Life Insurance Assn. 
of America is expected to move to its 
new quarters at 51st street and Madison 
avenue in New York City about March 
1. Institute of Life Insurance will oc- 
cupy the seventh floor and L.I.A. the 
eighth floor and part of the ninth. L.I.A. 
is subletting the remainder of the ninth 
floor. One of the L.I.A.’s_ sublessees 
will be Rodgers and Hammerstein, 
songwriters whose hits include “South 
Pacific.” 





N. Y. Course in Pensions 


A course in pension plans to be given 
by the school of insurance of the In- 
surance Society of New York, begin- 
ning Feb. 16, will cover pay-as-you-go 
vs. full funding, social security act and 
proposed revisions, 1942 revenue act 
as it relates to pensions, analyses of 
pension plans, specifications of a sound 
plan, funding vehicles, actuarial factors 
and impact of union demands. N. E. 
Horelick, group manager of Equitable 
Society, is chairman, and A. J. Meuche, 
Central Hanover Bank, and G. Gilson 
Terriberry, pension consultant, members 
of the committee in charge. 


PROVIDENT PROGRESS 





1929 SEE? 


Life Insurance In Force 


$44,612,528 














Thanks to the ability, industry, and loyalty of 
the Provident Producers who now serve over 
two million policyholders and dependents . . . 


$584,771,065 
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$4,263,300.26 

















Accident and Health Premiums 





$24,417,307.03 
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CHATTANOOGA 


SICKNESS 


HOSPITAL-SURGICAL 


All the standard forms written on individual, payroll 
deduction, and group plans — plus many unique 


contracts developed to meet special needs. 


Licensed in 38 States, the District of Columbia 


ite LIFE & ACCIDENT INSURANCE COMPANY 
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EDITORIAL 





COMMENT 





Commenting on a recent editorial, 
Thomas I. Parkinson, president of 
Equitable Society, has written to THE 
NaTIONAL UNDERWRITER the following 
letter: 

“It is not often that I am inspired 
to supplement an editorial but I can- 
not refrain from a couple of suggestions 
with respect to your ‘Outwitting the 
Dollar’s Debasers.’ You put very clearly 
the danger to the policyholder involved 
in the depreciation of the purchasing 
value of the dollar and you also make 
the point which is dear to my heart, 
that the life insurance executives ought 
to do something about it. 

“I wonder if you noticed that Mr. 
Asa Call, retiring president of the Life 
Insurance Assn., at the recent meeting 
of the association, put equally clearly 
the importance to life insurance, in- 
deed, the danger to life insurance of 
the waning purchasing value of our 
dollar, and then Governor Stassen, 
making the principal address of that 
meeting, added what Mr. Call did not 
emphasize, that is, that it was the duty 
of the life insurance companies to do 
something about it. 

“Frankly, it is beyond my _ under- 
standing that life insurance executives 
can continue to express concern over 
the probable inability of beneficiaries of 
life contracts to buy with the dollars 
which they receive the things which 
they wanted when they bought their 
insurance and still remain passive. Cer- 
tainly, there is nobody left in the busi- 
ness world who has so much reason 
for doing something about inflationary 
depreciation of the dollar as the life in- 
surance companies and their executives. 
The bankers, who are in stronger posi- 
tion than anyone else to oppose inflation 


effectively, are so involved in the 
process of depreciation, so enthralled 
by the Treasury and its tool, the fed- 


eral reserve board, that they have done 
nothing and I think can be expected 
to continue to do nothing. 


— 


Mr. Parkinson Prefers Less Drastic Remedy 


“But my real purpose in starting this 
letter was to indicate the portion of 
your editorial with which I do not 
agree. It seems to me that we ought 
to try to do something positive to stop 
depreciation of the dollar before we 
try avoidance of its effects through 
investment in equities. That, it seems 
to me, is a hedge which the individual 
may decide upon but not one to which 
life insurance companies should resort. 
Before it is too late, we must face the 
fact that there is no escape from the 
ravages of inflation. 

“When my kitchen is smoking, I’d 
prefer to try to put out the fire before 
hiring an architect and builder to build 
me a new house.” 

THe NatIONAL UNDERWRITER fully 
agrees with Mr. Parkinson’s view that 
it is better to stave off inflation than to 
take the more drastic alternative sug- 
gested in the editorial. It has voiced 
this opinion at various times in earlier 
editorials. We continue to share Mr. 
Parkinson’s hope that effective meas- 
ures will be taken against inflation. 
But we also feel that strategy should 
be evolved that will take into account 
the likelihood that the inflationary 
trend, with some fluctuations of course, 
will go on pretty much as it has been 
going in recent years. 

The effect of inflation on_ policy- 
holders and beneficiaries is aptly sum- 
marized in the U. S. Chamber of Com- 
merce’s recent “Washington Insurance 
Letter,” in which it states that while 
many interests have benefited from fed- 
eral subsidies and grants, “thrifty pur- 
chasers of life insurance policies and 
annuities, and their beneficiaries, have 
suffered losses of nearly half the actual 
value of the savings. ... Insurance com- 
panies, themselves, have little to fear 
from deficit financing. But life insurance 
beneficiaries and annuitants, widows, 
dependent children, and the aged, are 
facing still further losses of real dollar 
values.” 


“Humanizing” a Hazard to Wanted Facts 


To an even greater extent than in 
previous years, companies are making 
’ a commendable effort to see that the 
information they put out on the year’s 
operations is humanized and stated in 
readable language rather than cold sta- 
tistics. There seems to be some danger, 
however, of forgetting about some of 
the essential information that the pub- 
lic, or at least others in the insurance 


business, are interested in having. 

A minimum of information would ap- 
pear to be the company’s assets, per- 
centage of increase (it’s almost never 
a decrease) during the year; surplus, and 
how much it increased; investments in- 
cluding any significant changes in major 
asset items; new business for the year 
and percentage of increase or decrease; 
insurance in force at the year-end and 


the percentage or amount of the in- 
crease. 

There is certainly no objection to 
making a sprightly narrative out of 
figures that might otherwise be some- 


what humdrum, but it is irritating to 
seekers after real information to find it 
has been overlooked in the process of 
dressing up the figures for the edifica- 
tion of the general reader. 








PERSONAL SIDE OF THE BUSINESS 





Frederick A, Savage, Sr., general 
agent emeritus in Baltimore for New 
England Mutual, will observe his 60th 
anniversary with the company _ this 
month. Mr. Savage, who had 55 years 
of active service before he retired in 
1945, is dean of New England Mutual’s 
field force. He is a past president of 
the Baltimore Life Underwriters Assn. 


Michael Massad, field supervsor for 
Connecticut Mutual Life at Oklahoma 
City was named the city’s “outstand- 
ing young man of 1949.” He was chosen 
on the basis of civic, cultural, business, 
social, and church activities. 

Edward P. Tice, Jr., Midland Mu- 
tual, Columbus, will teach a course in 
life insurance at the winter quarter of 
the college of business organization at 
Ohio State University. 

Sharpe W. Philpott, Oklahoma City, 
has been installed as president of Mid- 
Continent Life Leaders Club for 1950. 
For the past 26 years he has averaged 
more than $500,000 yearly. 

Joseph H. Morrow, assistant man- 
ager of Equitable Society, has been 
named by the Syracuse, (N. Y.) Junior 
Chamber of Commerce as its “young 
man of 1949.” 

Harold G. Saul, general agent for 
John Hancock in southern California, 
has celebrated his 25th year as general 
agent there and his 33rd year with the 
company. He was honored at a dinner 
party given by agency members. 

Dr. Hal M. Davison, medical director 
of General Life of Atlanta, has been 
elected president of the Fulton County 
Medical Assn. An item to that effect in 
the Jan. 13 issue showed his name in- 
correctly as Dr. Hal M. Davis. 

New England Mutual honored Fred- 
erick D. Hastings of Plainville, Conn., 
who has completed 50 years with the 
company. W. Watson House, general 
agent, presented Mr. Hastings a wallet 
with his 50-year service record inscribed 
in gold. George L. Hunt, vice-president, 
also presented a gift to Mr. Hastings 
and an orchid to Mrs. Hastings. He 
said he knew of only four men, either 
general agents or field men, who had 
completed the span covered by Mr. 
Hastings. 

James H. Cowles, agency vice-presi- 
dent of Provident Mutual Life, was hon- 
ored by his associates on his 40th anni- 


versary with the company. Mr. Cowles 
has been very active in organization 
work. 


Earle W. Brailey, associate general 
agent in Cleveland for New England 
Mutual, is on the executive committee 
of the Cuyahoga unit, American Cancer 
Society. 

Thomas I. Parkinson, president of 
Equitable Society, has been named na- 
tional chairman of the united Negro 
college funds annual campaign. 

Sidney Salomon, Jr., president of 
Salomon, Hannegan, Portnoy & Asso- 
ciates, St. Louis brokerage concern, has 


been offered the post of treasurer of 
the Democratic national committee, ac- 
cording to informed sources in Wash- 
ington. He is a life member of the Mil- 
lion Dollar Round Table. 

Henry F. Chadeayne, comptroller of 
General American Life, has resigned 
as chairman and member of the St, 
Louis council on human relations. 





1950 Chicago Insurance 
Telephone Guide on Sale 


The 1950 edition of the Chicago 
Insurance Telephone Directory 
has been published and may be 
purchased for $1 per copy from 
the National Underwriter Co., 175 
West Jackson boulevard, Chicago 
4, telephone WAbash 2-2704. The 
telephone numbers, names and ad- 
dresses of all the major insurance 
offices, life, fire and casualty are 
listed. Company executives, de- 
partment heads, representatives, 
general agents and branch man- 
agers are listed independently. In- 
formation is furnished on many 
offices in lines allied to insurance 
in an expanded service guide at 
the rear of the book. As in the 
past, the directory is divided into 
two sections, the one listing offices 
in the Insurance Exchange build- 
ing, the other those offices else- 
where in the city. 








Convention Dates 


Feb. 13-16, Institute of Life Insurance 
Management at the University of Illi- 
nois, Urbana. 

Feb. 13-15, H. & A. Underwriters Con- 
ference, midyear, Drake hotel, Chicago. 

March 20-22, Small companies spring 
conference, L.1.A.M.A., Edgewater Beach 
hotel, Chicago. 

March 21-24, National Assn. of Life 
Underwriters mid-year, Oklahoma Bilt- 
more hotel, Oklahoma City. 

Feb. 22-24, International Assn. of In- 
surance Counsel, mid-winter meeting, 
Palm Beach Biltmore, Palm Beach, Fla, 

March 30-31, Society of Actuaries, Ho- 

tel Commodore, New York. 

April 27-29, Midwest be Con- 
ference, French Lick Springs, 

April 27-29, A. & H. contereniil 
L.1.A.M.A., Edgewater Beach hotel, Chi- 
cago. 

May 1-3, U. S. Chamber of Commerce, 
annual, Washington, D.C. 

May 8-10, L.I.A.M.A. combination com- 
agg meeting, Grove Park Inn, Ashe- 
ville, N. C. 

May 11-13, 
Statistical Assn., 
Boston. 





Insurance Accounting 
Statler ie 


May 15-16, Assn. of Life Insurance 
Counsel, spring meeting, Greenbrier, 
White Sulphur Springs, W. Va. 

May 15-17, Canadian Life Insurance 
Officers ‘Assn., Seigniory club, 
Montebello, q 

May 22- 23, Life Office Management 
Assn., spring conference, Hotel Fonten- 
elle, Omaha, 

May 22-24, annual meeting of the 
Home Office Life Underwriters Assn. at 
the Hotel Statler in New York City. 


annual, 


annual, 
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___ DEATHS 


PAUL W. SCHENCK, North Caro- 
lina general agent for Provident Mutual 
Life, died in 
Greensboro after a 
short illness. He 
was 68, the oldest 
active general 
agent of the com- 
pany. Mr. Schenck 
began as a Provi- 
dent agent in 1912. 
Two years later he 
became sole general 
agent in North 





Carolina. In 1947 
his son, Paul W. 
Jr... became  co- 


general agent with 
him. 

Mr. Schenck was past president of the 
Provident General Agents Assn. 

At one time Mr. Schenck was sec- 
retary of the old Greensboro Life & 
Trust, which was reinsured by Jefferson 
Standard. 


EDWARD G. ELLEFSON, 76, 
Toledo district manager of United of 
Chicago for 17 years and with that 
company since it started in 1919, died 
at Toledo. 

RICHARD A. HABBE, 60, former 
general agent at Indianapolis for Mas- 
sachusetts Mutual, died at his winter 
home at Orlando, Fla. The body was 
taken to Indianapolis for burial. He 
joined Massachusetts Mutual following 
graduation from University of Illinois 
in 1914. He was a veteran of the first 
world war and active in the American 
Legion. He was one of the two first 
men in Indiana to receive the C.L.U. 
designation. 

RALPH S. RAINSFORD, retired 
manager of the Prudential bond depart- 
ment who resided in New York most 
of his life, died in Tucson, after an 


Paul W. Schenck 





operation and a long period of ill health 
due to arthritis. He had lived in Tucson 
since 1945. ; 

FRED T. RENCH, 73, former gen- 
eral agent at St. Louis for National Life 
of Vermont, died of heart disease in St. 
Luke’s Hospital. He was succeeded 
as general agent by his son, William 
E. Rench, upon his retirement last year. 

EUGENE C. McGINNIS, 77, North 
Carolina general agent for New Eng- 
land Mutual Life 35 years, died at his 
home in Raleigh after a long illness. 
He retired in 1948. 

DR. EDWIN B. WILSON, 59, medi- 
cal referee for Aetna Life at New York 
for 20 years prior to his retirement in 


1946, died at Petersburg, Va., while 
motoring to South Carolina from his 
home in Pennsylvania. 

ALBURNEY W. FRYE, 82, man- 


ager in Maine and New Hampshire for 
Maccabees, former president of the Mac- 
cabees, and at one time Wisconsin man- 
ager of Modern Woodmen of America, 
died at-South Portland, Me. 


LOUIS A. MERCHANT, 90, cashier 


-of Berkshire Life for 30 years until his 


retirement many years ago, died in 


Shrewsbury, Mass. 

EDWARD MAXSON, 81, who was 
banking and insurance commissioner of 
New Jersey from 1923 to 1929, died at 
New York. 

ARNE O. FLYDAL, 46, accounting su- 
pervisor of Connecticut General, was 
killed in an automobile accident while 
driving to his home in East Hartford. 
He was with the company for 25 years, 








Bell N. Y. Life Director 


Elliott V. Bell, chairman of the ex- 
ecutive committee of McGraw-Hill 
Publishing Co. and formerly superinten- 
dent of banks of New York state has 
been elected a director of New York 
Life. 





Gregory O’Shea, general agent of 








Junior Officers Named by Penn Mutual 





North American Life of Chicago at St. 
Louis, led the company in_ personal 
production during President E. S. Ash- 
brook’s birthday week campaign, at- 
taining a place in Mr. Ashbrook’s “cab- 
inet” for 1949-50. His agency also won 
an inter-agency contest over the Indiana 
agency and showed a 25% increase in 
business for 1949. 





Holway Heads Highest Club 


Philip I. Holway of the F. O. H. 
Williams agency of Connecticut General 
Life at Hartford, as the company’s lead- 


ing producer in 1949 will head _ its 
President’s Club. He also has qualified 
for the 1950 Million Dollar Round 
Table. 





Insurance interests in Los Angeles are 
taking an active part in the March of 
Dimes, and a committee has been named 
to participate in the campaign. It con- 
sists of Ira Brander of Brander & Co., 
brokers, chairman; Charles L. J. Fee, 
general agent for john Hancock; Harry 

Volk, vice-president Prudential; Jack 
Ww eister, of Johnson & Higgins, brokers, 
and Bert Lynch, Cosgrove & Co., agents 
and brokers. 





Justa Minute, Please! 





Agency Builders Wanted 
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Junior officers recently named by Penn Mutual Life: Front row, L. M. Bregy, assistant 
counsel; Dr. Daniel W. Hoare, associate medical director; W. S. Thomson, assistant 
supervisor of applications; W. Worcester Jones, assistant comptroller; back row. 
C. Clothier Jones, Jr., assistant supervisor of applications; James B. Copple, Jr., assist- 
ant actuary; and Albert W. McCuen, assistant supervisor of applications. 

Mr. Bregy is a graduate of University of Pennsylvania and its law school. He joined 
Penn Mutual in 1941 as an attorney after having been in private practice for four years. 
He is an attorney specializing in taxation, policy forms, etc. Dr. Hoare, a graduate of 
Dalhousie University, has been an assistant medical director for 26 years, supervising 
field examiners and handling disability problems. Mr. Thomson joined Penn Mutual 
in 1926 after graduating from the College of South Jersey and the South Jersey Law 
School. W. Worcester Jones has been with Penn Mutual since 1933 except for army 
service. He is a graduate of Haverford College. 

C. Clothier Jones, Jr., joined the law department in 1940 after graduating from 
Williams College and University of Pennsylvania Law School. Later he went into the 
underwriting department. He is a naval veteran. Mr. Copple graduated summa cum 
laude from Wake Forest College in 1940, received his master’s degree from University 
of Michigan the next year, joining Penn Mutual’s actuarial department in 1941. He 
is a fellow of the Society of Actuaries and secretary of the Philadelphia Actuaries Club. 

Mr. McCuen joined Penn Mutual’s underwriting department in 1926 after graduation 
from high school. 
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AMONG COMPANY MEN 





Prudential Puts Hasbrouck, 
Allsopp in Top Can. Posts 


Prudential appointed Ralph J. Has- 
brouck and Thomas Allsopp, II, to key 
positions in the new Canadian head 
office which will be opened in Toronto 
this fall. Mr. Hasbrouck and Mr. All- 
sopp will assist in the preliminary or- 
ganization work being carried out at 
Newark until the opening of the Canada 
office. 

Mr. Allsopp has been general manager 
of the ordinary policy department. He 
joined Prudential after graduating from 
Princeton in 1939. He also has served 
as senior methods analyst and assistant 
personnel director. 

Mr. Hasbrouck, general manager of 
the comptroller department, is a grad- 
uate of Rutgers. He joined Prudential 
in 1931, later becoming supervisor and 
then assistant secretary in the debit pol- 
icy department. He has also been gen- 
eral manager of the ordinary policy 
department. He is a fellow of the So- 
ciety of Actuaries. 





Westra Returns to Madison 


J. D. Westra, for the past five years 
educational director and assistant agen- 
cy director of North American Life & 
Casualty, will return to Madison, Wis., 
as manager late in February. Steve 
Sturlaugson, who succeeds Mr. Westra 
at Madison, will remain in the agency 
as a personal producer. 


Murray, Buckner Transferred 
to N. Y. Life Home Office 


New York Life has transferred T. J. 
Murray and Aylett J. Buckner, mort- 
gage loan field supervisors, to the home 
office. 

Mr. Murray, with New York Life 
since 1915, was formerly mortgage loan 
manager in Kansas City and Chicago. 
In 1948 he was promoted to field super- 
visor for 15 mid-western states. 

Mr. Buckner joined New York Life in 
1934. Until 1942 he was an appraiser in 
the Cleveland mortgage loan office and 
in 1947 following army service he be- 
came the mortgage loan manager at 
Dallas. He was recently promoted to 
field supervisor. 

Mr. Murray and Mr. Buckner will 
have special assignments in the new 
program for increasing mortgage loan 
investments. ° 


Gohmann Industrial Agency 
Secretary of Commonwealth 


Arthur M. Gohmann has been pro- 
moted to industrial agency secretary of 
Commonwealth Life. He joined the 
company in 1940. A number of promo- 
tions preceded his present appointment. 








Carmody to Bankers Union 


Bankers Union Life of Denver has 
appointed W. T. Carmody supervisor of 





vested renewals. 


tive special plans such as: 


To General Agents: We Offer 


LIBERAL CONTRACTS with high first year commissions and 


MODERN POLICIES that will help you get more business. In 
addition to a full line of standar 


Retirement Income Plans for Men and Women 
Juvenile Educational Policies 
Mortgage Redemption Policies 

SUBSTANDARD FACILITIES. Liberal non-medical limits. 


COOPERATIVE ADVERTISING PLAN using tested methods 
that will secure prospects and help you sell. 


We are now operating in 33 States and the District of Colum- 
bia. Many desirable territories still open. If interested, write 
S. J. Gilbert, Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 
DALLAS, TEXAS 


forms, we also issue attrac- 








ings in two southern states. 


Company, Omaha, Nebraska. 


* TWO REAL OPPORTUNITIES - 


A fast-growing life and health and accident company has state agency open- 


Two capable insurance men—maybe only personal producers now—are going 
to find these openings their means to success with a company writing com 
plete personal coverage, both individual and group. 


Write today—in confidence—to T. D. Eilers, President, World Insurance 











NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 








agents. He started in insurance with 
Prudential in 1937. He has been en- 
gaged in training and supervision work 
for the last three years. 





Business Men’‘s Assurance 
Promotes Five in H. O. 


Business Men’s Assurance has ad- 
vanced David B. Alport from assistant 
secretary to vice- 
president in charge 
of underwrit- 
ing; Homer C. 
Pogue, Sr., from 
manager of the 
group department 
to vice-president in 
charge of group; 
W. D. Grant from 
reinsurance secre- 
tary to assistant 
vice-president; Jack 
R. Morris, publicity 
director to director 
of public relations 


: D. B. Alport 
heading a newly 


created department, and Lawrence Leu- 
pold to assistant secretary. 
Kenneth 


A. Spencer, president of 





W. D. Grant H. C, Pogue, Sr. 





Zack R. Morris 


Spencer Chemical Co., and George L. 
Gordon, general counsel of B.M.A., were 
elected directors. 

Mr. Pogue has been with B.M.A. 
since 1938, when he began organization 
of the group department. By the end 
of 1949 his depertment had insurance 
on a total of nearly 10,000 groups with 
over 300,000 employes, with premiums 
receeding $6.8 million. 

Mr. Alport has been with: B.M.A. 
since 1922. He was chief underwriter 
and since 1939 has been assistant secre- 
tary. He is a member of the executive 
committee and chairman of the under- 
writing committee of the H. & A. Con- 
ference. 

Mr. Grant, son of Chairman W. T. 
Grant, was appointed reinsurance secre- 
tary in 1947 and, together with R. R. 
Haffner, vice-president and actuary, has 
been and will continue to be respon- 
sible for expansion of reinsurance 
service, which covers over 100 client 
companies. Mr. Grant is a director. He 
is a navy veteran and a graduate of 
the University of Pennsylvania Whar- 
ton school. 

Mr. Morris has been with B.M.A. 
since 1932, when he started in the sales 
department after graduation from Uni- 
versity of Kansas. He became director 
of sales promotion in 1941 and was 
given the director of publicity in 1947. 
Under his direction “The Score at 
Forty,” a written and pictorial history 
of the company, was produced. He is 
a former secretary of the Life Insur- 
ance Advertisers Assn. He is a navy 
veteran. 

Mr. Leupold has been with B.M.A. 
since 1930 and head of the policyholders 
service department since 1947. 


Lawrence Leupold 








AGENCY NEWS 


C. W. Campbell Agency Sets 
Prudential Ordinary Record 


The Newark ordinary agency for the 
fourth consecutive year topped all 
agencies of Prudential. The agency, 
managed by Charles W. Campbell, 
paid for $21,924,810 ordinary plus $11,- 
385,102 of group life, and $1,065,464 of 
combined group life and supplementary 
coverage premium income. This is the 
largest ordinary production any Pru- 
dential agency has ever attained. 

The agency also led the ordinary 
agencies in net increase, number of new 
full-time agents appointed, production 
by new full-time agents, group cas- 
ualty premiums, number of agents re- 
ceiving awards for sizable production, 
and those qualifying for the ordinary 
agencies business conference. 

Last year three former assistant man- 
agers in the agency were appointed 
managers of other Prudential agencies, 

The agency operates detached offices 
in Paterson, Jersey City, Trenton, New 
Brunswick, and Hackensack. 








Fete Hancock Boston Aces 


About 100 of the sales and clerical 
force of the Boston agency of John 
Hancock were on hand at a luncheon 
to see trophies awarded the top pro- 
ducers. William F. Hebert received 
the all-’round achievement trophy for 
senior men; Herbert W. Whitcombe 
was awarded the junior men’s trophy; 
John H. Moynihan won the persistency 
trophy; Donald Shepherd led the office 
in ordinary production for the year; 
and Benjamin H. Hunt led in combined 
production. Mr. Shepherd and Mr. Hunt 
also qualified as million dollar producers. 

Byron K. Elliott, executive vice-presi- 
dent was guest of honor. 





Howland Agency Meets 


The annual meeting of the Detroit 
agency of Massachusetts Mutual had 
Chester O. Fischer, vice-president, as a 
guest. General Agent Frank Howland 
announced that the leading producer in 
sales during 1949 was Francis W. Ryan, 
who produced over $1 million in the first 
10 months. Royse W. Jackson and E. 
Leigh Jones were also recognized for to- 
tal sales of $1 million each during 1949. 

At the luncheon E. E. Maten was pre- 
sented a gold medal and service pin by 
Mr. Fischer for having completed 50 
years with the company. 





Hedges Agency Meeting 


The annual meeting of the Kansas 
and northern Oklahoma agency of Busi- 
ness Men’s Assurance headed by Bert 
A. Hedges will close with a banquet 
Jan. 30. at Wichita. Representing the 
home office will be W. T. Grant, chair- 
man; J. W. Sayler, vice-president in 
charge of sales; D. B. Alport, director 
of underwriting; L. L. Graham, vice- 
president in charge of claims. Commis- 
sioner Sullivan of Kansas and Mrs. 
Sullivan will be among the guests. An 
informal cocktail hour will precede the 
dinner. 


Set Record at Milwaukee 


The V. V. Van Leuven agency of 
New York Life at Milwaukee at a re- 
gional meeting celebrated the biggest 
year in its history. More than $13 mil- 
lion of new paid-for business was writ- 
ten in 1949. John A. McDermott, Bea- 
ver Dam, !ed in volume, and Earl M. 
Rice, Delavan, wrote the largest num- 
ber of lives. 





Fitzhugh W. Traylor, Indiana 
agency manager of the Equitable So- 
ciety was host at a luncheon to honor 
Indiana agents who have produced at 
least $1 million of group in one year. 
The agency tied for second place 1m 
1949 in number of agents producing 
at least $1 million of group. 
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NEWS OF LIFE COMPANIES 





National Life's 
Open-House 
Draws Big Crowd 


MONTPELIER—Some 5,500 
thronged the home office of National 
Life of Vermont during the open house 
marking the 100th anniversary of the 
writing of the company’s first policy. It 
was a record crowd. 

President E. M. Hopkins greeted hun- 
dreds of the visitors, including the 
newly inaugurated governor, H. J. Ar- 
thur, other state and municipal officials, 
relatives and friends of National Life 





In a reproduction of National Life’s first 
office, J. William Hudson, seated, super- 
visor of the premium change division takes 
the part of Dr. Julius Y. Dewey, founder 
of the company and W. Edward McGinley, 
also of the premium change division, im- 
personates Dr. Dewey’s clerk. 


employes, retired “alumni” of the com- 
pany, visitors from other companies and 
large groups of school children. 

The entire home office employe and 
executive staff was on hand so visitors 
could see the company in actual opera- 
tion. 

There were special historical exhibits, 
including a reproduction of the com- 
pany’s first office, in which two home 
ofice men impersonated Dr. Julius Y. 
Dewey, the company’s founder and his 
clerk. 

Jan. 28 there will be a radio drama- 
tization of Dr. Dewey’s struggles in 
the company’s early days and on Jan. 23 
a public concert by the National Life 
glee club of 60 voices. 





Rappaport Heads Pacific 
Mutual General Agents 


Earle Rappaport, Chicago, was elected 
president of the Pacific Mutual Life’s 
general agents association at the meet- 
ing at Houston. 

Charleton Standeford, Fresno, be- 
comes vice-president; Byron L. Hart, 

es Moines, secretary-treasurer, Ted 
Dreyer, Oakland, executive committee 
chairman, and Erle Gilbert, Los Ange- 
les, and D. J. Farrell, San Antonio, 
were elected to the executive committee. 

Senior officers present included W. M. 
Rothaermel, agency vice-president, and 
Ralph J. Walker, vice-president. Com- 
pany plans for agent training were pre- 
sented. Luncheon speaker was Dale 
Shepherd, general agent Connecticut 
Mutual at Houston. 





Lincoln Income Life has declared a 
100% stock dividend subject to stock- 


XUM 


holders’ approval Feb. 21, and a regular 
annual dividend of 40 cents. 


Leads Hancock Districts 


‘The south Philadelphia district is the 
winner of the John Hancock 1949 presi- 
dent’s trophy for outstanding work. 
Morris Schleyer, manager, will receive 
the trophy at the President’s Club 
meeting at the home office Feb. 13-15. 
Southern New England, for the fourth 
consecutive year, has been awarded the 
presidential citation given the regional 
territory leading in president’s trophy 
points. 


Mortality at Low Point 


Continued general improvement in the 
health of Americans is reflected in the 
mortality experience of Northwestern 
Mutual Life. The death rate among pol- 
icyholders in 1949 was the lowest in its 
92-year history. 

In 1949 Northwestern Mutual paid 
out to beneficiaries $60,376,204 in death 
claims on 14,180 policies. 





Metropolitan Life was given a com- 
plimentary mention in a New York 
Times survey for its constructive and 


sympathetic treatment of chronically al- 
coholic employes. The Times article 
dealt with the medical and psychiatric 
programs many leading business con- 
cerns have instituted to rehabilitate al- 
coholic employes. 


Girard Life has appointed the Philip 
E. Jones agency of Philadelphia to di- 
rect its advertising and sales promotion. 
Mr. Jones addressed the Keystone Group 
of the Life Advertisers Assn. in 1947 
on “The Effectiveness of Life Insurance 
Trade Journal Advertising.” 





Progressive Life of Red Bank, N. J., 
has been admitted to Ohio. 


Buckman Old Line Leader 


For the 10th consecutive year, H. R. 
Buckman led Old Line Life of Milwau- 
kee in paid insurance, number of lives 
and volume of premiums in 1949. In 
paid volume, W. H. Froehlich was sec- 
ond and J. E. Clifford third. N. H. 
Hempe was second in paid premiums. 
All are Milwaukeeans. 


Chase National Bank of New York 
will be trustee of the Ford Motor Com- 
pany’s pension fund for hourly paid 
workers and Guarantee Trust Co., of 
New York will administer the pension 
funds for salaried employes. 











AGENCY CHANGES 





Great-West Fills Two 
Canadian Positions 


P. H. Kilvert has been transferred 
from manager of Great-West Life at 
Kingston, to manager of the Toronto 
Bloor street branch. J. Leslie Thirlwell, 
formerly agency assistant at the home 
office, succeeds him at Kingston, 

Mr. Kilvert joined the company at 
Winnipeg in 1937. He was supervisor 
of the company’s Toronto King street 
branch for two years. 

Mr. Thirlwell joined the company at 
Calgary in 1941, became supervisor in 
1946, went to the head office 1947, where 
he has specialized in A. & H. sales pro- 
motion and educational work. 





American Nat'l Names Shea 


Richard T. Shea has been appointed 
manager of the Field building agency of 
American National in Chicago, succeed- 
ing Eugene Polhamus, who has returned 
to personal production. Mr. Shea has 
been a supervisor for Continental Assur- 
ance in Chicago and before that was 
with the Kemper insurance organization 
and Aetna Life in Chicago. He served 

















Its Name Indicates Its Character 


In adopting the great name of Abra- 
ham Lincoln, this company assumed the 
responsibility of measuring up to that 
name in character, integrity, and 
thoughtful, human service — in its rela- 
tions with its representatives as well as 


with the public. 


LNL is geared to help its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its name indicates its character 
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in the navy in the first war and the 
army in the second, later going with 
the training program of the war man- 
power commission. 





Continental Puts Mast in 
L. A. Post; Ups 2 Others 


Continental Assurance has appointed 
W. E. Mast manager at Los Angeles; 
Sanford T. Hudson group representative 
at the Pacific Coast department head- 
quarters at Los Angeles, and Charles 
W. Kraemer as agency assistant there. 

Mr. Mast has been with California 
Agencies, Inc., for 24 years as manager 
of the life and A. & H. department. A 
veteran of the first war, he joined Trav- 
elers as an agent, leaving in 1926 to go 
with California Agencies, state general 
agents for the Continental group. 

Mr. Hudson was previously with 
Massachusetts Mutual’s ordinary and 
group departments at Los Angeles and 
was supervisor of the southern Califor- 
nia group department and later manager 
of the Pacific Coast northwest office. 
Before army service he was with New 
York Life at Los Angeles. He at- 
tended University of Southern Califor- 
nia. 

Mr. Kraemer, a graduate of North- 
western University, transferred to the 





COMPLETE PERSONAL 


INSURANCE COVERAGE 


“REGISTERED POLICY PROTECTION” 


REPUBLIC NATIONAL 
LIFE INSURANCE 
COMPANY 


THEO. P. BEASLEY, President 
OALLAS, TEXAS. 











. EMPIRE LIFE and ACCIDENT 
INSURANCE COMPANY 
Legal Reserve Company 
Home Office—Empire Life Bidg. 
Indianapolis 9, Ind. 


41 Years of Satisfactory Service to our 
Policyholders. 


MILLIONS PAID TO POLICYHOLDERS AND 
BENEFICIARIES 
JAMES M. DRAKE, President 











Pacific Coast department from the home 
office. 





Union Mutual Designates 
Voss as Boston Manager 


James M. Voss has been appointed 
manager of the Boston agency of Union 
Mutual. Mr. Voss 
joined Union Mu- 
tual at Boston in 
1940. In 1942 and 
1943 he was the 
company’s lead- 
ing producer. 

Mr. Voss then 
served in the army. 
Upon his return to 
Boston in 1945, he 
joined New Eng- 
land Mutual as an 
agent and then 
Loyal Protective. 
He became general 
agent for the Loyal 
Protective in 1948. 

He is a director 
Underwriters Assn. 

Mr. Voss succeeds Hugh L. Walker, 
who will devote full time to personal 
production. 


Voss 


James M. 


of the Boston Life 


Metropolitan Puts 10 in 
New Managerial Posts 


Metropolitan Life has appointed the 
following as managers at the places in- 
dicated: 

Armand A. Audet, manager at Web- 
ster, Mass., to Boston. 

Herman R. Casdorph, 
Harrison, Ind., to Cleveland. 

Herbert W. Garrity, divisional super- 
— in central territory, to Harrison, 
nd. 

Charles J. Kortman, acting manager 
in Cleveland, to East Liverpool, O. 

Frank C. Nicosia, manager at Oswe- 
go, N. Y., to Fillmore, N. Y. 

Norbert P. Moran of the home office 
field training division, to Muncie, Ind. 

John L. Morrow, manager at Wheel- 
ing, W. Va., to Charleston, W. Va. 

Elbert Z. Ponder, manager at Nor- 
walk, Conn., to Oswego, N. Y. 

Charles F. Schultz, manager at Fill- 

Hamil- 


manager at 


more, N. Y., to Cortland, N. Y. 
James P. Syme, manager at 
ton, O., to Wheeling, W. Va. 





BMA Promotes Harp, 
Johnson; Rogers Retires 


Business Men’s Assurance has ap- 
pointed James S. Harp manager at 
Dallas, for northeast Texas. A. £ 


Hogue, Texas manager, has retired. O. 
K. Johnson has been named manager 
at Omaha. 

C. W. Rogers, manager at Seattle, 
is retiring March 31 as manager and 
will become a full-time personal pro- 
ducer, 

Mr. Harp joined B.M.A. in 1939 after 
being an automobile salesman. He is 
a navy veteran. 

Mr. Johnson has been with B.M.A. 
since 1926 as a personal producer and 
manager. 

Mr. Rogers joined the company as 
educational director in 1927 and a year 
later became manager at Seattle. 





Koratsky Reserve Manager 


Arthur Koratsky, Springfield,  IIl., 
area attorney of the federal rent con- 
trol, has resigned to become manager 
at Jacksonville, Ill., of Reserve Life. He 
has been with the area rent office since 
1942. 


. 


Milner Is Ga. Manager 


Ben C. Milner has been appointed 
state manager of Georgia at Atlanta by 
the Standard Life of Indiana. 

He entered the business with Phoenix 
Mutual at Atlanta in 1920. He was with 
Union Central Life for 12 years. During 
the past eight years he has been gen- 
eral agent for the Franklin Life at 
Atlanta. 

His first general agency appointment 
in his new post was made in Columbus 
to his brother, Whitner Milner, who has 
also been with Franklin. 


Burnette Made Norfolk G. A. 


Pacific Mutual has appointed P. P. 
Burnette as general agent at Norfolk. 

Mr. Burnette for 21 years has been 
with the Garland agency of Farmville, 
Va. Recently he has been the Garland 
agency’s manager at Norfolk. 








Provident Raises McGee 


Provident Life of North Dakota has 
appointed C. O. McGee regional super- 
intendent of agencies for Oregon. Mr. 
McGee entered life insurance in 1939, 
served in the navy, and began selling for 
Provident at Eugene, Ore., in 1947, 





John J. English has been appointed 
supervisor of the C. Carney Smith agen- 
cy of Mutual Benefit Life, at Washing- 
ton. He graduated at Dartmouth Uni- 
versity and served in the army. 

Ramon A. Connor, who has been an 
inspector for Prudential in eastern 
Pennsylvania, has been appointed a dis- 
trict manager at Scranton. He suc- 
ceeds Denis J. Kelleher ,who is retiring 
after 39 years with Prudential. Mr. 
Connor joined Prudential in 1927 at 
Lock Haven, Pa. 





A. L. Leinarie has been promoted 
from supervisor to director of training 
of the Newark agency of Penn Mutual. 
He has been supervisor at the Paterson 
branch and has been with the agency 
since 1947. 





Philip V. Cooper has been promoted 
to assistant manager at Tacoma by Pru- 
dential. He attended the University of 
Southern California. 





Charles F. Wiggins, previously with 
Pilot Life and Equitable Society and a 
past president of East Tennessee Life 
Underwriters Assn., has joined the Ben- 
nett & Edwards agency at Kingsport, 
Tenn. 





Earl D. Twyman, supervisor in the 
G. V. Austin agency of Aetna Life 
in Brooklyn, has been promoted to 
assistant general agent. 





Philip W. Cooper has been promoted 
to assistant manager of the Tacoma 
agency of Prudential. He is a navy 
veteran. 
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in merchandising national 
advertising for its field men.* 
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treasurer, James G. Shaw, New Amstet- 





POLICIES 


Security Mutual Adds 
New Policy Forms 


Security Mutual of Binghamton, N., 
Y., will write up to a maximum of $25 
of family income benefit ner $1,000 on all 
plans except term, juvenile, and modified 
life. The rider has commuted value of 
$1,938 per $10 monthly income at the 
beginning of the first year and now in- 
cludes conversion privileges up to two- 
thirds of commuted value at any time 
within five years of expiry date. 

Quadruple protection—three parts of 
additional term riders to one part of 
permanent plan—is available with a 
$5,000 minimum limitation on the basic 
plan. Rate for a 20 year rider at age 
35 is $9.85 per $1,000. 

Also newly adopted is a disability 
endowment feature. In addition to pre- 
mium waiver it provides for maturity 
of a policy as an endowment at age 
65 if the insured is disabled prior to 
age 60 and remains so disabled until 
age 65. 

A new package plan for life insur- 
ance plus disability will be limited to 
areas where enough agents can be 
trained in cooperation with the home 
office. Called the “Accumulator,” the 
sale has been field tested in certain 
areas. The basic life policy is a paid 
up at age 65 contract which provides 
cash value of $800 each $1,000 insur- 
ance protection at that age. To this is 
added either an A. & H. or the dis- 
ability plan. 

The changes were announced at the 
company’s convention at Boca Raton, 
Fla. 





Penn Mutual Juvenile Rates 


Penn Mutual, in states other than 
New York, is now issuing juvenile in- 
surance with ful benefit at age 1 instead 
of graded death benefits to age 5. For 
age 0 the amount of insurance in the 
first policy year is $250 for each $1,000 
ultimate amount of insurance. IIlustra- 
tive annual premiums are: 


Ages 0 2 4 
Ordinary life .......... $ 12.85 $ 13.04 $ 13.40 
WO PRY TES vo s.6eseces we 38.44 38.85 39.69 
BO IE 0k 6 6k hen ees 28.19 28.46 29.04 
20 DAY TLS: ois cccscces 23.10 23.29 23.76 
SO VOR ANG: 4.6 isso ow re 18.07 18.22 18.58 
Life pd-up at 65........ 13.25 13.49 13.90 
2 Seen 105.38 104.97 104.67 
EO FOGP COG. ok 6 sce see 69.36 68.9 68.72 
20 WORT GRE. 6 oc sec scss 50.59 50.23 50.04 
20 WORE GMO. scccciccca 39.44 39.12 38.97 
30 YOR ENG. ove c cece 32.10 31.83 31.71 
PEG. BRO BG ccecececes 56.83 64.26 73.97 
MOG. -G80. G0 occ 18.23 18.86 19.71 
A eS) 16.57 17.06 17.75 
Wid. 266 60. oc cic.cc vais: 15.31 15.69 16.26 
Mma. @60 G6 sn csccccws 14.37 14.68 15.16 
TG. BHO TO scsccccces 13.70 13.97 14,39 
Ret. ine. 55—male 26.55 27.74 29,17 
Ret. inc. 60—male 21.74 22.56 23.58 
Ret. ine. 65—male 18.19 18.76 19.50 
Ret. inc. 55—female 28.78 30.12 31.72 
Ret. inc. 60—female 23.57 24.51 25.66 
Ret. ine. 65—female 19.59 20.24 21.08 





Continental American has brought out 
a home mortgage rider, which, when 
added to a regular policy, provides an- 
nually decreasing term insurance pay- 
able with and in addition to the face 
amount in event of death during the 
period covered by mortgage rider. The 
rider may be issued for periods of 25, 
20 or 15 years in initial amount 
$4,000 for each $1,000 of basic policy. 


ACCIDENT 


Boston Association Elects 
C. F. Lee as President 


Boston A. & H. Assn. at its January 
meeting elected these officers: President, 
Christopher F. Lee, Columbian National 
Life; vice-president, Richard B. Strick- 
land, Craftsman; secretary, Harry C. 
Hawthorne, H. C. Hawthorne & Co; 











dam Casualty. 

W. B. Cornett, vice-president of Loyal 
Protective Life, spoke on “Prospecting 
and Sales” and John B. Lambert, Mu 
tual Benefit H. & A., Cleveland, vice- 
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president of the International associa- 
tion, stressed the value of closer cooper- 
ation among A. & H. men. 


Start Tenn. Medical Study 


NASHVILLE—A Tennessee medical 
study commission, appointed by Gov. 
Browning under an act of the 1949 legis- 
Jature, met here this week to organize 
and begin an exhaustive study of state 
medical needs. Designed to work with 
Tennessee Medical Assn. in support of 
medical service by private practitioners 
rather than federal socialized medicine, 
the commission will report to the next 
legislature. 


Chicago Women’s “Pickup” 


The women’s division of Chicago A. & 
H. Assn. will have a mid-winter pickup 
at the Palmer House Jan. 31. Dinner 
arrangements are being made by Miss 
Carrie Grae, Hooper-Holmes Bureau. 
The president, Mrs. Maryland Hull, 
Zurich, will be in charge. Miss Mary 
Miller, Employers Liability, will intro- 
duce the speaker, Miss Wesley Hunt, 
who will show colored slides depicting 
life in Japan and display her collection 
of Oriental objets d’art. 








Stenseth Colorado President 


Colorado Assn. of A. & H. Under- 
writers has elected Milton V. Stenseth, 
Aetna Life, Denver, president; Margaret 
Harrison, Columbian National Life, vice- 
president, and T. B. Dodd, Federal Life 
& Casualty, secretary. 





Change New Jersey Setup 


New Jersey A. & H. Assn. has de- 
cided to hold its meetings quarterly in 
various parts of the state. The next 
meeting will be held in March at New- 
ark. The directors will hold meetings 
there each month. 


Kiesselbach to Home Office 


T. J. Kiesselbach, who has been dis- 
trict manager at Mason City, Ia., for 
the State Farm companies, has been 
transferred to the home office as re- 
gional director for 11 states. 

At Mason City, he is succeeded by 
Elmer Holm, Nebraska football star, 
who has been in charge at Davenport. 











Shoul Mutual's ‘49 Leader 


Jacob W. Shoul, agent at Boston, was 
Mutual Life’s leading producer during 
1949. This marked the fifth consecutive 
year in which Mr. Shoul led the com- 
pany. 

Harry K. Gutmann, of the New York 
Kassoff agency, and J. Dudley Miller, 
of the Chicago Persons agency, ranked 
second and third, respectviely. 

In number of paid applications, Henry 
Burich, Minneapolis, was the year’s 
leader. Following him in second and 
third place, respectively, were Adrian 
Fisch, St. Paul and T. Justin Myers, 
Scranton. 


SOUND —SAFE—REAL ESTATE—LOANS 


San Francisco & Oakland, California Area 
Inquiries Invited — Complete Service 


A. J. BOCK CO. 
MORTGAGE BROKERS 


345 Franklin St., San Francisco 2, Calif. 
Hemlock 1-6273 











GENERAL AGENCY 
OPPORTUNITY 

Rapidly expanding Life and Accident 
and Health Insurance Company seeks 
a@ competent general agency manager 
for Colorado and other Western 
States. He should be experienced in 
all phases of agency promotion. Won- 
derful opportunity. Earnings are un- 
limited. Most liberal policies. Highly 
competitive. Address inquiries to 
Millard Humphrey, Vice-President and 
Agency Manager, Box 7038, Phoenix, 

zona, giving complete details 
about yourself and past production 
[tecords, 

















NEWS OF LIFE 


ASSOCIATIONS 





Grant Hill Stresses That 
Selling Can Be Fun 


Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern Mu- 
tual Life, speaking before St. Louis 
Underwriters Assn. on “It Can Be Fun, 
Too,” stressed that what he had to say 
was pointing largely at the man younger 
in the business. Anyone who has a sub- 
stantial, satisfactory and persistent vol- 
ume of business was urged not to ex- 
periment or try too many new things, 
but to stay with those things which had 
given him success. But for the man who 
has not reached this point, or the one 
who is new in the business he pointed 
out that the last four years have been 
life insurance’s greatest years and that 
the first six months of 1950 appear to 
be potentially as good as any so far ex- 
perienced. 

As an early member of the Million 
Dollar Round Table he has become ac- 
quainted personally with many of its 
members. He notes that nearly 100% 
of them are getting a kick—lots of fun— 
out of the business. Only a few of them, 
if any, are unorthodox, unsystematic 
and unorganized. “Practically all of us 
know what needs to be done, but we 
will not face the facts and get ourselves 
organized to do them,” he said. “If 
your brother were entering the business 
tomorrow, what would you tell him that 
he needed to do to succeed?” he asked. 
“There are very few of us who could 
not profit from conforming to those 
things that we would want our own 
brother to do if he were entering the 
business.” 

Not all men have the chance to be 
top-notchers, but everyone has a chance 
to beat one producer—and that’s himself. 
Many of the Million Dollar Round Ta- 
ble men have achieved their success, he 
said, by playing that most enjoyable of 
all games, the establishment of better 
personal records by competing with 
themselves—not against the field. 

“Don't rehearse in front of the pros- 
pect,” he advised. “Practice what you 
are going to say, build a file of power 
phrases that you can use and slip in at 
the right time, practice saying them and 
put the performance on for the pros- 
pect.” 

About 225 attended. 


Kan. Annual Meet May 12-13 


The annual meeting and sales con- 
gress of Kansas Assn. of Life Under- 
writers will be held May 12-13 at Salina. 
Vice-president Elliott Beldon, regional 
manager of Franklin Life there, is pro- 
gram chairman and is rapidly complet- 
ing the program. Among the speakers 
will be Lyman E. King, educational 
director of Republic National Life, Dal- 
las, who served as president of the 
Kansas association, when Kansas gen- 
eral agent for New England Mutual at 
Topeka. 





Saratoga Meeting Program 


“What’s Ahead in the Next Decade?” 
is the theme of the annual Saratoga 
Springs meeting of the New York State 
Assn. of Life Underwriters Feb. 17-18. 

James A. Fulton, president of Home 
Life, will discuss “Some Unanswered 
Questions.” Dr. Rensis Likert of the 
University of Michigan will elaborate 
on the benefits of research in fact find- 
ing. Other speakers include W. Rulon 
Williamson, Washington consulting ac- 
tuary; and John J. Karol, sales director 
of Columbia Broadcasting System, who 
will discuss radio and television. Vin- 
cent B. Coffin, vice- “President of Con- 





Blue Shield Ups Rates. 


Michigan Medical Service, the Blue 
Shield insurer, has filed applications to 
increase rates for individual insured by 
10 cents per month, for husband and 
wife by 20 cents and for the family by 
35 cents. There has been no rate in- 
crease since 1947, 


necticut Mutual, will be moderator. Co- 
chairmen are Ralph G. Engelsman, 
Penn Mutual, New York City, and 
Sidney Wertimer, Prudential, Buffalo. 





Cincinnatians Fete Benson 


CINCINNATI—Judd C._ Benson, 
manager of Union Central, Cincinnati, 
and president National Assn. of Life 
Underwriters, was officially welcomed by 
his home city association as the chief 
executive of the national group. Past 
presidents of the Cincinnati association 
were special guests and Mr. Benson was 
introduced by C. Vivian Anderson, 
Provident Mutual, past president of the 
local, state and National associations. 

Mr. Benson spoke along lines similar 
to what he said in his splendid address 
in Washington, D. C., pointing out that 
opportunity is essential to security. He 
stated that there had been no demand 
from the public for extensive social leg- 
islation such as proposed by the admin- 
istration for which the social security 
agencies and their staffs had been acting 
as lobbyists. 





is the name of 


“Gopher Life Lines” 
4 of Minnesota 


the new official bulletin 


Assn. of Life Underwriters, with Harry 
S. Tolman as editor, In its first issue 
it announces the date of the annual 
sales conference as April 28 at the 
Radisson hotel, Minneapolis. 





Miami—Charles J. Zimmerman, asso- 
ciate manager and director of L.I.A.M.A., 
was the speaker. Robert W. DePau, Jr., 
Prudential, association president, an- 
nounced that it had obtained a total of 
185 renewals and 96 new applications by 
Jan. 1. 

Columbus, 0.—Earl M. Schwemm, man- 
ager for Great-West Life at Chicago, in 
a talk said that to be a _ successful 
life agent one must keep abreast of the 
times and must be able to interpret 
the effect that outside influences will 
have on the sale of life insurance, 

Paris, Ky.—The new association here 
has received its charter, which was pre- 
sented by A. L. Atchison, president Ken- 
tucky association. The film, “For Some 
Must Watch,” was shown. A. C. Wal- 
lace is president of the association. 

Utica, N. Y¥.—James G. Capps, presi- 
dent of Empire State Assn. of Commerce, 
spoke at the January meeting. 
1ll.—Arthur F. Priebe, Penn 
spoke on simplified 





Deeatur, 
Mutual, Rockford, 
programming. 

La Crosse, Wis.—Richard G. Hawkins, 
C.P.A., spoke at the third of a series of 
educational meetings of Western Wis- 
consin association on “Interpreting the 
Balance Sheet” in connection with busi- 
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opportunity of diversified investments. That, too, 
is an advantage of bigness. American United was 
established in 1877 . . . old enough to have 
weathered booms and depressions, old enough to 
have experience and stability. Yet, American 
United is small enough to be a small company. 
Small enough not to have lost touch with its 
agents and policyholders. Small enough to call 
people by their first names, and be called by first 
names in return. We think this is an ideal situation. 


American United is licensed to operate in 21 
States. That gives us a desirable geographical 
distribution of risks. That’s an advantage of big- 
ness. Assets of over 80 million dollars affords the 
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He pointed out that 
any firm, large or small, can advan- 
tageously use such protection. He urged 
the agents to be critical of the balance 
sheet in determining a business need 
for life insurance, as it is usually very 
conservative and is not always an actual 
indication of the situation. However, 
Mr. Hawkins added, the balance sheet is 
a common ground for accountants and 
insurance men to work together. 

New Haven—wWilliam N. Seery, super- 
intendent of agencies of Travelers, dis- 
cussed the part the private insurer plays 
in a state-required accident and sick- 
ness insurance program. His talk on 
“Trends in Social Insurance,” included 
references to the New York, New Jersey 
and California plans. 

Michigan City, Ind.—Harold Means, 
president of the South Bend association 
spoke before the LaPorte County asso- 
ciation on “Six Ways to Happiness.” The 
next meeting will be at LaPorte Feb. 16. 


ness life insurance. 





Erie, Pa.—Wayne E. Philips of New 
Kensington, Pa., district manager of 
Prudential, spoke at the January meet- 
ing. 

Niagara Falls, N. Y.—Representative 
William L. Pfeiffer spoke at the Janu- 
ary meeting. 

Springfield, Ill—George FE. Drach, 


Springfield attorney, spoke on life insur- 


ance and estate planning. 
Hartford—Paul A. H. deMacarte, presi- 
dent, discussed the basis of the NSLI 


dividend, telling agents they should make 


it clear to the public that the main 
source is taxpayers’ money and that it 
should be regarded largely as an ex- 
pression of public gratitude to men and 
women in the armed services. 
Elmira—Davis W. Gregg, assistant 


dean of the American College, was the 


MANAGERS 


Hulgan Heads Macon Assn. 


Life Managers Assn. of Macon, Ga., 
has elected H. M. Hulgan, Liberty Na- 
tional, as president. Jack Branch, New 
York Life, is vice-president, and C. R. 
Ledford, Life of Virginia, is secretary. 


Honor Evansville Leaders 


Evansville General Agents & Man- 
agers Assn. at its annual banquet hon- 
ored production leaders in the various 
agencies in the city. 














Rev. Horace A. Sprague, pastor of 
Central Methodist Church, was the 
speaker. 


Cincinnati Management Forum 


Cincinnati managers will sponsor an 
agency management round table for 17 
- 


weeks beginning Jan. 30 from 3 to 5 
o’clock. H. P. Winter, assistant vice- 











LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. Thirty- 
one years old — $252,984,452.00 
in force. Mortality experience 
1948 24.44%. Rate of assets to 
liabilities—108.56%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 











president Union Central, will be mod- 
erator. Discussions will follow the pat- 
tern of the N.A.L.U. managers’ round 
tables. Attendance is limited to 30. T. S. 
Muir, manager Guardian Life, is in 
charge of arrangements. 





Part-Timers San Antonio Topic 


San Antonio managers discussed 
problems of the part-time producer. J. 
L. Thorngren, Bankers Life of Iowa, 
said he had tried part-time agents but 
found them unprofitable. 

It was the consensus that the general 
agent or manager would be wise to ex- 
amine carefully the source of brokerage 
business. ,W. D. Bacon, Occidental 
Life, said .it is his practice to run an 
inspection before granting a brokerage 
contract. There was also discussion of 
the general insurance man who writes 
an occasional life contract. 


Life Agency Cashiers Assn. of De- 
troit and Windsor will meet Feb. 21. 
There will be a talk on Iceland. 








Grand Rapids managers have elected 





Henry C. Martens, president, Fred A. 
Lumb, vice-president, M. S._ Kirk- 
patrick, secretary-treasurer; Charles E. 
Brown, Gail Shoup, and Bishop Mc- 
Donald, directors. 

Life Agency Cashiers Assn. of 
Albany, N. Y., had A. M. Tatum, re- 
gional insurance officer of veterans 


administration, as speaker. 


SALES MEETS 


Russell Urges Strong 
Stand Against Statism 
President F. D. Russell of Security 











Mutual of Binghamton spoke out 
strongly in his talk 
at the company’s 


agency convention 
at Boca Raton, Fla. 
on the necessity for 
citizens to safe- 
guard their liberties 
in the face of the 
rising tide of stat- 
ism. 

Steps recom- 
mended by Mr. 
Russell were: Place 
human freedom “as 
the first of our de- 





mands”; become a F. D. Russell 
dynamic factor in 
community life; stop apologizing for 


capitalist society; fight the orgy of gov- 
ernment spending; do your part to make 
our system of private enterprise oper- 
ate at its highest capacity. 

Saying that millions of social security 
card-holders do not realize that the $23 
billion they have paid in has not been 
invested but only spent as fast as re- 
ceived and that future taxes would have 
to be levied to pay any benefits, Mr. 
Russell said that “if they realized this, 
I believe they would rise up in wrath 
and bring about some drastic changes.” 


Ohio State Life Holds 
Agency Meeting Next Week 


COLUMBUS—Ohio State Life will 
hold its annual agency convention here 
next week. Presiding at the various 
sessions will be President Claris Adams, 
Frank L. Barnes, vice-president and 
director of agencies; Warren F. Howe, 
superintendent of agencies, and Howard 
W. Kraft, agency secretary. 

The dinner speaker Tuesday evening 
will be Charles J. Zimmerman, asso- 
ciate managing director of Life Agency 
Management Assn. Speakers from the 
agency force -will include Vernon 
Brown, Tiffin, leading producer for the 
vear; Dewey A. Sheidler, Washington 
C. H.; Donald Ham, Perrysburg; Cliff 
Amos, Lexington, Ky.; George Smith, 
Toledo; Regis Guyer, Harrisburg, Pa., 
and Wayne Lewis. 

Twelve agents be 





will presented 


watches for having qualified for mem- 
bership in the honor clubs for five con- 
secutive years. The President’s Trophy 
will be awarded to the Akron agency, 


Robert Patterson, manager, which 
carried off top honors in the Presi- 
dent’s campaign last fall. Mr. Patter- 


son was the leading personal producer 
in the campaign. The Columbus agency, 

; Leuzinger, manager, was the 
leading agency for the year. 


Commonwealth Life Holds 
Ordinary Managers Rally 


The Commonwealth Life ordinary 
agency department held its annual man- 
agers conference in Louisville. 

Plans for 1950 were presented. 

The president’s trophy went to C.D. 
Haskins, west Tennessee manager, for 
best all-around job of management; the 
Woodson trophy to J. F. Haskins, west 
Tennessee agency, for greatest 1949 
paid voiume; Davis trophy to Walter 
Trivette in Pikesville, Ky., for highest- 
net-new-volume of man hired the year 
previous. 


Atlantic Meets in Fla. 


Atlantic Life held its top producers 
meetings at Boca Raton, Fla. President 
Robert V. Hatcher, reviewing 1949, said 
it was the company’s best year, with 
insurance now exceeding $206 million. 
There were two addresses by John 
Marshall Holcombe, Jr., managing di- 
rector of L.I.A.M.A. Awards were pre- 
sented to leading producers at the ban- 
quet. 








Columbus Mutual Parley 


Columbus Mutual Life is holding an 
agents’ convention at Columbus Feb. 
2-3. The high point of the meeting will 
be the banquet Feb. 2. Special guests 
will include Robert L. Hogg, executive 
vice-president American Life Conven- 
tion; Insurance Superintendent Walter 
Robinson of Ohio and Charles J. Zim- 
merman of L.I.A.M.A. 





Representatives of Idaho Mutual 
Benefit of Boise from Utah, Wyoming 
and Idaho held a sales conference at 
Salt Lake City. Principal speaker was 
Manager Regnal W. Garff, former dep- 
uty insurance commissioner of Utah. 





An Eastern Life convention for its 
Producers Club will be held on board a 
cruise steamer leaving New York Jan. 
28. The ship makes stops at Bermuda 
and Nassau, returning Feb. 4. Julius 
Sackman, life bureau chief of the New 
York department, will attend the con- 
vention and address the meeting. 





held a 
Atlanta. 


Southern Life of Georgia 
three-day sales conference at 


LA.A. Agents Parley 


The Illinois Agricultural Assn. insur- 
ance companies are holding their annual 
agents convention at the Edgewater 
Beach hotel, Chicago, Feb. 6-7. The 
banquet speakers Feb. 6 will include In- 
surance Director Hershey of Illinois 
and Charles Shuman, president of IIli- 
nois Agricultural Assn. David Mieher, 
head of Southern Farm Bureau Life of 
Jackson, Miss., will be on the program 
as he is a former agency executive of 
the Illinois group. Other speakers in- 
clude Nathan Howard Gist, professional 
philosopher and A. R. Jaqua of South- 
ern Methodist university. 


A.A. All-Industry Setup 


WASHINGTON — Notifying A. V. 
Gruhn of acceptance of an invitation to 
membership on the all-industry commit- 
tee, Wendell Berge, general counsel of 
Assn. of Insurance Advertisers, wrote 
that a majority of the latter’s directors 
approved that action, 

“Unquestionably,” he said, “our asso- 
ciation will be interested in the work 
of the subcommittee on mail order and 
unauthorized insurance. No doubt also 











the association will be interested in the 
work of some, if not all, of the other 
subcommittees of the all-industry com- 
mittee.” 

The association has not designated 
any one person to represent it on that 
committee. Mr. Berge says it is the 
plan to designate such members as may 
seem best in the light of the matters to 
be taken up. 


Dulany, Haley, Lindberg 
Advanced by Travelers 


Travelers has appointed S. Gwyn 
Dulany a secretary and John R. Haley 
an assistant secretary of the group de- 
partment and Harold E. Lindberg an 
assistant auditor. 

Mr. Dulany joined Travelers in 1927 
as a field service representative at the 
home office. After serving also at Bos- 
ton, St. Louis and San Francisco, he 
returned to the home office in 1940 as 
underwriter. In 1941 he became chief 
underwriter, and assistant secretary in 
1947. 

Mr. Haley joined Travelers in 1921 
as home office field service representa- 
tive. Mr. Lindberg became a member 
of the home office audit department in 
1918. 








Heads Hancock in Group 


The Hoboken, N. J., district office of 
John Hancock has won the company’s 
top award for achievement in the group 
field for 1949. Four other offices have 
won citations for outstanding perform- 
ance in the field of group production: 
Bay Ridge (Brooklyn), N. Y.; Cadillac 
(Detroit), Mich.; Los Angeles 2, Cal, 
and Paterson, N. J 


P.R. Plan for Memphis CLU 


The Memphis C.L.U. has retained 
Daniel Rashall, public relations counsel, 
as part of its program for encouraging 
greater publc understanding of life in- 
surance in relation to economic security, 
one of the principal objectives of a long- 
range public relations program adopted 
by the chapter. The program will in- 
clude insurance forums, direct mail to 
community leaders and opinion molders, 
a speakers’ bureau, cooperative projects 
with various community agencies, etc. 
Lester Rosen, Union Central, is chair- 
man of the committee in charge. 








Donald B. Woodward, 2nd vice-presi- 
dent Mutual Life, at a round table con- 
ference conducted by the joint congres- 
sional economic committee last week 
considering the President’s economic re- 
port to Congress, advocated reduction 
of income taxation of individuals as a 
means of encouraging investment in 
business and industry. He thought more 
would be necessary to promote this pur 
pose than reduction of excise taxes and 
increase of corporation taxes favored by 
President Truman. 





Baltimore Life Insurance Trust Coun- 
cil held the first of a series of lectures 
on estate planning. Speaker was G. Van 
Velsor Wolf, Baltimore lawyer and a 
member of the federal income tax com- 
mittee of the American Bar Assn. He 
talked on the estate, gift and income 
tax changes of the revenue act of 1948 
Other lectures will be: Feb. 23, Milton 
S. Schiller; March 30, George Gump; 
April 27, William A. Bradshaw, vice 
president and general counsel Provident 
Mutual; May 25, Morton P. Fisher. All 
are attorneys. 


ROYAL LEAGUE 
309 W. Jackson Bivd., 
Chicago 6, Illinois 


Legal Reserve Fraternal Life Insurance 








Total 1948 expenditures for benevolent 
work by local lodges and Fellowship Asso 
ciations exceeded $31,000. 
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Small Pension Case 
Agents Best Field 


(CONTINUED FROM PAGE 2) 
Another plan turned out to be too liberal 
and two years after inception a wage 
increased forced the company to cut 
trust benefits. To date there is a $2,000 
net loss on the case. Yet it is necessary 
to follow through whatever the cost. 
The agency can’t start cases and drop 
them when they get expensive. 

His own agency, he said, can handle 
a case for less than $2,000 because the 
staff is there, not on a cost accounting 
basis because it cannot make each pay 
for itself, but it has its work systema- 
tized so it can absorb additional 
cases without too much more overhead. 

A number of such cases and handling 
them for a long while enables the agency 
to do the job less expensively because 
recurrent problems fall into patterns, 
Mr. Gordon suggested. Mr. Marks said 
this was true. 


ADMINISTRATION 


Also, he added, each trust has iden- 
tical administrative provisions. If the 
agency takes over old trusts—and many 
are wandering around today not being 
serviced—it insists upon amendments in 
administrative provisions to produce 
identity. Otherwise it will not take 
them. This insistence is a result of its 
experience with cases that were unprof- 
itable because of administrative differ- 
ences. 

If several agents in the same locality 
contemplate entering this market now, 
they could poo] their operations to hold 
down overhead, he suggested. 

The pension trust can also become a 
Frankenstein to the corporation unless 
it is properly serviced. His agency’s 
service includes such things as printing 
explanatory booklets and holding meet- 
ings to launch the plan. It installs its 
own auditing system with insured, pick- 
ing up the books each year to check. It 
gets Treasury Department okay on the 
plan and keeps it up to date.- It makes 
all calculations each year. It even keeps 
the minutes of the insured firm’s pension 
committee. A $100,000 per year case 
may cost a fortune to service if its em- 
ployes are scattered countrywide, with- 
out a high degree of system. The agency 
noted that in two or three trusts partic- 
ipants located out of town were being 
serviced more quickly than those on 
42nd street, and it learned that going 
entirely to a mail basis of handling de- 
tails was less expensive and more satis- 
factory. 


Doesn’t Solicit Other Business 


Why can’t the agency depend on new 
business income to absorb costs? To 
this Mr. Marks replied that new business 
income is peanuts compared to the pos- 
sible cost of handling a number of cases 
on a renewal commission only. 

Selling other insurance to participants 
(exclusive of executives) is not worth 
the effort and can damage relations with 
the firm on the larger contract. By fol- 
lowing a practice of not selling addi- 
tional insurance to participants the 
agency has established a reputation of 
a kind that causes executives to call it 
in on the larger deals such as business 
insurance. Participants may resent the 
agency’s attempt to sell a $5,000 policy 
and executives may resent the compe- 
tition with the firm’s own insurance 
man. It tends to make bad blood. 

Mr. Marks likes to figure costs in 
terms of percentage of payroll, and to 
Negotiate the case in this way. Costs 
tise and fall in approximate parallel with 
wages and salaries, and the firm won’t 
worry. High salaries are eliminated 
from average wages before starting cal- 
culations in order to avoid distortion, 
he commented. 

He uses a five year waiting period on 
vesting and makes a 5% allowance for 
turnover up to age 50, then graded 50 
to 60 when it reaches zero. This is con- 
servative for any group. He urges the 
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five year waiting period in every case 
because this catches the people in whom 
the management is most interested. 
Also, the agency prefers a 30 year age 
minimum, male and female. It takes at 
least five years for the employes group to 
appreciate the pension trust. Even then 
it is necessary to keep on selling it. 
After five years the firm begins to see 
a change in the attitude of employes. 
This assumes that as simple a formula 
(benefits to wages) as possible is used. 
The more complicated the formula, the 
longer it takes for employes to appre- 
ciate it. This is especially so in this 
type of case where the relation of man- 
agement and employes is more or less 
personal. 

Every case the agency has is non-con- 
tributory. Mr. Marks thinks the argu- 
ment that employes appreciate it more 
when they contribute is hooey. When 
they do, sooner or later the employer 
will pay for it anyway—employes will 
ask for a raise. It is tough to get a 
participant to pay a contribution, wheth- 
er his salary is $3,000 or $30,000 a year. 
Voluntary contribution may help the 
man out of the plan who needs it most. 
One argument usually settles this ques- 
tion—Mr. Marks tells executives he will 
inform employes they can pay through 
salary deduction for greater benefits 
than the base plan provides. 


Deposit Administration 


Mr. Marks is beginning to believe that 
deposit administration with ordinary life 
is the finest type of funding for this 
sort of business. It is somewhat more 
flexible than other plans. It is possible 
to pay some more in good years and 
less in poor years, perhaps a swing of 
20 to 25%. The internal revenue bu- 
reau, he has found, will approve this. 
That bureau does not regard all plans 
today as quizzically as it did in days of 
excess profits tax. Reasonable plans or 
changes in those plans generally are 
acceptable. 

He said plans in his agency are not 
being terminated or drastically modified. 
For one reason, the agency has refused 
to handle poor cases, starting back when 
they were easy to write. Some plans, 
he understands, are being terminated or 
drastically modified. The revisions he 
is getting are minor. 


Mutual Benefit Leaders 


The Nashua, N. H., and Grand Rap- 
ids agencies of Mutual Benefit Life won 
top agency honors for 1949. The Presi- 
dent’s Trophy, awarded for the best all- 
round results each year, went to the 
Nashua agency headed by William E. 
Johnson, Jr. The Grand Rapids agency 
with Raleigh R. Stotz as general agent, 
received the new organization award on 
the basis of the number and quality of 
new agents and the records of men ap- 
pointed in the two previous years. 

John J. Mulder, Jr., agency manager 
of the Bruce Parsons agency at Chi- 
cago, has been awarded the newly estab- 
lished Builders Trophy, for accomplish- 
ing the most outstanding results in 
organization building. 


N. E. Mutual Led by Turner 


Selby L. Turner of the Corwin agency 
at New York City, in 1949 was New 
England Mutual’s leading producer ex- 
clusive of pension trust business. He 
was followed by Jules J. Polachek of 
Pittsburgh and W. Franklin Scar- 
borough of Philadelphia. All three men 
are life and qualifying members of the 
Million Dollar Round Table. 





Estate Planning Forum 


The New York City C.L.U. will hold 
its annual all day meeting on estate 
planning Feb. 8. Speakers and their 
topics include Henry S. Koster, estate 
consultant, pre-administration problems; 
Samuel L. Zeigen, general agent Provi- 
dent Mutual, federal estate tax, form 
706; Milton Young, tax attorney, ad- 
ministering a business interest. Discus- 
sions will follow each talk. Chairman is 
Pasquale A. Quarto, Life Underwriter 
Training Council. 


Parade of ’ Victims” 
Opens Mail Trial 


(CONTINUED FROM PAGE 3) 


Rather, Mr. Ryan and his associates 
seemed to be relying on the cumulative 
effect of their lengthy procession of 
witnesses and the implication that they 
could have put on plenty more if it 
had been felt to be necessary to their 
case. 

Questioning followed pretty much a 
standard pattern. For example, one of 
the early witnesses, Raphael O. Lowrey 
of Longview, Tex., a carpenter who 
had lost two fingers in a planing mill 
accident and made claim under his 
policy, was asked if he had ever had 
any dealings with Arcadia Mutual In- 
surance Co., as it was named from 1938 
to 1942. 


Expenses $300, Benefits $42 


Under questioning, he testified that 
he had seen the company’s advertising 
in a magazine, had written for an ap- 
plication, had received it through the 
mail, had sent it in and had received 
his policy through the mail. The policy, 
advertising and other pertinent cor- 
respondence were admitted as evidence. 
He testified that his expense for doctor 
and hospital bills had exceeded $300, 
but that he received only $42 from the 
company. Mr. Ryan read to the jury 
an letter saying among 


advertising 


the company or anyone else. 





other things, “Here is complete cover- 
age in one pg new policy.” 

Victor LaRue, counsel for Arcadia 
and Mr. Sylvanus, brought out that 
below age 60 the policy would have 
paid a total of $84, including eight days’ 
hospitalization at $3 a day, but that 
over age 60, which Mr. Lowrey was 
at the time of the accident, benefits 
were cut in half, hence he received 
only $42. 

Under cross-examination Mr. Lowrey 
said he had not liked the settlement 
and thought he should have had more 
money but had made no complaint to 
He said the 
post office inspectors came to him and 
told him he should have had more 
money, with which he agreed. 

At this point, Mr. LaRue wanted to 
read the policy provisions as evidence 
that Mr. Lowrey had not been unfairly 
treated, but Judge Barnes ruled that 
in order to save time the policies would 
be read later by the government in con- 
nection with all the witnesses’ policies, 
since the policies were all substantially 
the same except for certain differences, 
which would be brought out. 





Risk Research Institute, New York 


City, heard a talk by Frederic W. 
Jackson, assistant manager of group 
casualty coverages for Equitable So- 
ciety. He discussed the probléms of 
employers operating under state dis- 
ability laws. 
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Varying Views on Liberalizing 
Investment Restrictions Revealed 


NEW YORK —The present differ- the amendment is an open invitation to 


ences in views of company management 
toward liberalizing state legal restric- 
tions on investments were displayed at 
the hearing here of the state joint legis- 
lative committee on insurance rates and 
regulation. A proposal has been made 
to amend section 81 of the insurance law 
to permit investment up to 3% of assets 
over present restrictions except those on 
common stocks and real estate. Super- 
intendent Dineen said the insurance de- 
partment wanted to give the matter fur- 
ther thought. : 

Metropolitan Life would like to use 
the additional leeway for its small loans 
through banks, for some more preferred 
stocks, and for certain investments that 
do not qualify because of technical rea- 
sons, such as passing of a dividend. F. 
W. Ecker, financial vice-president, ap- 
peared for Metropolitan. 


No Restrictions Up to 5% 


New York Life, President Devereux 
C. Josephs indicated, goes along with 
Metropolitan except that it would like 
to see the leeway 5% rather than 3%; 
it would like to invest in common 
stocks, and it wants the restriction 
omitted as to real estate. 

Oliver M. Whipple, financial vice- 
president, stated that Mutual Life goes 
along with the proposal but in addition 
to the 3% leeway wants to invest in 
common stocks up to 1% of assets, or 
not more than 15% of surplus, with a 
limit of 10% of any one firm’s outstand- 
iing stock or shares. 

Guardian Life, according to John L. 
Cameron, thinks the New York law 
should follow the 13 other states with 
leeway legislation to get uniformity. He 
called for a 5% extension including the 
right to buy common stocks within that 
5% base. Guardian would prefer not 
to have the additional 1% for equity 
shares as suggested by Mr. Whipple. 


Unsound, Dangerous: Equitable 


Equitable Society, whose views were 
presented by Henry G. Wood, special 
assistant to President T. I. Parkinson, 
is opposed to any liberalizing of present 
restrictions. The proposed amendment 
would establish an unsound and dan- 
gerous precedent, he said, and his com- 
pany objects to investment in common 
stocks. The amendment invites com- 
panies to invest in bonds that are inade- 
quately protected, in 100% mortgages 
not now permitted, in debentures and 
preferred stocks that do not now quali- 
fy, and is altogether not in the public 
interest. 

M. Anderson, vice-president and 
general counsel of Connecticut General, 
said that experience in Connecticut with 
a leeway law shows that policyholders 
would benefit. Connecticut was the first 
to adopt such a measure, in 1945, and 
jt permits 5% for investments previously 
not permitted, including common stocks, 


speculation. One view quoted a section 
of the Armstrong report frowning on 
speculative investments for life com- 
panies. 

The way the amendment is drawn, 
Mr. Dineen said, officers of life com- 
panies personally could make _ loans. 
Proponents of the measure undoubtedly 
did not realize this and it is a mechanical 
detail that can be corrected. 

On the other hand, times are chang- 
ing. The life business should be per- 
mitted to keep abreast of the times. 
Vialuation experts point out that if a 
concern passes a dividend its security is 
ineligible for life company investment, 
yet the dividend may be passed because 
the management is prudent. The act 
would tend to make the price attractive. 
Because insurer can’t buy until the in- 
terest or dividend is resumed, it has to 
wait until the price goes back up. 

He is glad the industry put the ques- 
tion before the committee. It is a mat- 
ter that should be given consideration, 
but it needs more attention. 


Small Loans Through Banks 


Mr. Ecker cited as examples of sound 
investments a company cannot make a 
major finance company, obligations of 
which are rated AAA, which in a recent 
war year could not qualify; a major 
oil company failed to qualify in a de- 
pression year. A short recession could 
result in attractive securities of many 
sound companies being made _ tempo- 
rarily ineligible; strikes or material 
shortages could produce the same result, 
perhaps when the corporation needs ad- 
ditional capital and is quite willing to 
pay an attractive interest rate. 

As a result of the newspaper pub- 
licity about President Leroy A. Lin- 
coln’s testimony on small loans through 
banks, made before the O’Mahoney 
committee on the economic report, Mr. 
Ecker said, Metropolitan has received 
some 400 to 500 inquiries. The company 
does not know if there is a real need 
for credit in this area not now being 
met. Suggestions are being made that 
government make funds available for 
aid to small businesses, and Metropoli- 
tan strongly opposes further expansion 
of government in the credit field. 

There does seem sufficient evidence 
to warrant a thorough exploration of the 
field and the only way it can be done 
is to be prepared actually to make those 
loans. This requires some leeway in 
the present investment statutes. At 
least 80% of small business is unin- 


corporated, conducted by partnerships 
or individuals. New York law does not 
generally permit loans to individuals ex- 
cept on real property. Probably the 
bulk of small business is conducted on 
leased premises so that only limited aid 
can be afforded in this area. Also, Met- 
ropolitan believes it an essential part 
of its plan that banks participate. Even 
in situations based on real estate mort- 
gage loans the law forbids life com- 
panies to participate with others. 

Metropolitan has explained its pro- 
posal to many banks, and from un- 
solicited communications as it has al- 
ready received, quite a number, banks 
appear to welcome the proposal whole- 
heartedly. This seems natural since 
Metropolitan is not going to compete 
with them. The bank can make the 
entire itself and only where the banker 
feels the loan is good but his situation 
is not in a position to grant the full 
amount required would Metropolitan be 
asked to participate. 


New York One of Few 


The laws of 33 other states permit 
domestic companies to invest in com- 
mon stocks, Mr. Josephs said. Of the 
remainder, some permit by implication. 
New York is one of the few remaining 
states to bar such investments. Others 
granting no such authority are Arizona, 
Colorado, Michigan, Mississippi, Mis- 
souri, Montana, and in effect Wyoming. 

Removal of the prohibition would 
eliminate present reluctance of compan- 
ies in 33 other states to exercise their 
own judgment to the extent now per- 
mitted by their domestic statutes, and 
each New York company could deter- 
mine for itself desirability of purchas- 
ing modest amounts of .such securities. 

The matter has been discussed since 
TNEC, he said, but as long as the New 
York law restricts, valid conclusions 
are not apt to be reached. 

Life company investment men are 
keenly conscious of the growing use of 
common stocks in investment of trustee 
funds, college endowments, pension 
funds, including the large retirement 
funds of the federal reserve system, in 
individual trusts and the participation 
of small trusts in a common stock fund. 


Amount Would Be Modest 


Under a 5% leeway clause, percentage 
of assets actually applied to common 
stock purchases inevitably would be a 
modest proportion of the permissive, he 
added. Companies would not use the 
entire 5% for this purpose. But cer- 
tainly then can be determined to what 
extent common stocks are an appropri- 
ate investment for life companies, if life 
companies need to purchase such shares 
and if the economy need such purchase 












































DEPARTMENT VIEW 


Mr. Dineen said the question posed by 
the suggested amendment is an import- 
ant one, and the department does not 
want to go off half-cocked. He was 
impressed by what Mr. Anderson said; 
he respects the Hartford companies and 
what they do. Metropolitan is not keen 
for common stocks, Equitable is op- 
posed, and the four large New York 
companies are not agreed, he pointed 
‘out. 

The minute he talks to proponents of 
common stock purchases by life com- 
panies, Mr. Dineen said, simultaneously 
they suggest devising of a method to 
value them, which certainly implies vola- 
tility. As to loans to small businesses 
through local banks, he wants to ask the 
state banking department what if bank 
examiners thought such loans not as 
liquid as they should be? He has asked 
outside views from the securities field 
and the opinion there seems to be that 
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HE'S NEVER HEARD OF 
SAME ANGELINE BOTKIN 
BIRTHDAY CARDS FOR 


TELL HIM IT'S THE 


S HE'S BEEN SENDING 
27 YEARS.” 


Lite Insurance 
= 
Leads Savings 
2 os a 
Media in ‘49 

The number of families owning life 
insurance was at a new peak of nearly 
40 milion at the start of this year, the 
Institute of Life Insurance reports. This 
is indicated from a survey made by 
the survey research center of University 
of Michigan for the federal reserve 
board, covering the financial position 
of American families in the first quarter 
of this year. 

The word “family” here means spend- 
ing unit and represents single persons 
or a group of related persons living in 
the same dwelling who pool their in- 
come. 

These insured families represent 77% 

of all U. S. families. Life insurance 
is the leading savings medium. In con- 
trast, those owning homes, those own- 
ing U. S. savings bonds, and those with 
savings deposits represent about 44% 
each. 
_ During the past year, the increase 
in population and spending units was 
the major factor in the rise in number 
of insured families. 





by life companies. The matter should 
be initiated cautiously as limitations of 
the present proposal assure. 

There must of course be appropriate 
regulations issued by the superintendent 
which would deal with the accounting 
in connection with common stock pur- 
chases, definition through administrative 
action as to standards of common stock 
investments and other appropriate con- 
ditions. While the restriction on real 
estate doesn’t seem important now, Mr, 
Josephs believes it should be omitted, 
All such restrictions deter use of pru- 
dent and experienced investment judg- 





ment. 
Mr. Josephs, Mr. Ecker and Mr. 
Whipple expressed substantially — the 


same view that only the broadest limita- 
tions should be established by law. The 
self-imposed prudence of men in posi- 
tions of trust where their policies and 
actions are always in the public view 
is the finest type of regulation, Mr, 
Josephs commented. Any attempt to 
substitute mathematical standards or 
Statistical hurdles for ripe judgment does 
more harm than good. Blunt tools aimed 
at eliminating the possible errors of a 
foolish person only tend to restrict the 
responsible investor’s intelligent adjust- 
ment to new conditions. Investing is an 
art that cannot be reduced to rules. 
There is no alternative for the careful 
knuowledge and judgment of those who 
have been trained. Not only are detailed 
regulations restrictive when they are en- 
acted but tend to lag far behind eco- 
nomic and financial changes and so give 
a false sanction to actions which are 
long out of date. Limitation of a broad 
nature is fine but rigid restrictions pro- 
hibit intelligent adjustment to new con- 
ditions. 

One point made by Mr. Whipple is 
that for a long time, life company as- 
sets have been growing more rapidly 
than either long term -corporate debt 
or long term private debt. This means 
the supply of permissible investments 
for life companies in relation to demand 
is declining, which has stimulated and 
intensified the search for new _ invest- 
ment outlets. There are some new out- 
lets within existing legal limits, but the 
companies still are struggling to main- 
tain a rate of return adequate to meet 
the interest requirements on their re- 
serves. Mr. Whipple suggested that as 
to common stocks there should be a fur- 
ther restriction that no insurer may in- 
vest in more than 10% of the outstand- 
ing common stock of any corporation. 

Mr. Josephs indicated upon question- 
ing that whenever there is a close ques- 
tion of whether a loan is or is not legal, 
the borrower is the one who loses. He 
suggested on common stocks that per- 
haps a certain portion of dividends be 
accumulated as a reserve against pos- 
sible default of dividends. 
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Mass. Mutual Ups 
Benton, 11 Others 


Massachusetts Mutual has advanced 
Wrayburn M. Benton from agency sec- 
retary to 2nd vice-president; Rowland 
H. Long from assistant counsel to as- 
sociate counsel; Robert J. Ardison to 
superintendent of agencies; Clarence A. 
Grimmett, Jr., to assistant superintend- 
ent of agencies; James H. Denman to 
agency secretary; C. Lowell McPherson 
to director of training; John R. Simpson, 
Jr., to investment secretary; Mott A. 
Garlock to director of investment re- 
search; and Frederick M. Cohn, Jr., 
Norman W. Martin, John C. Sevey, and 
Everett H. Underwood to assistant in- 
vestment secretaries. 

Mr. Benton joined Massachusetts Mu- 
tual in 1907, became an agency inspec- 
tor in 1920, assistant superintendent of 
agencies in 1923, superintendent of agen- 
cies in 1928, and agency secretary in 
1937. 

Mr. Long was a New York City 
lawyer before joining the company in 
1948 as an assistant counsel. He was 
on the faculty of St. John’s University 
law school for many years and_prac- 
ticed law independently, specializing in 
trials and appeals in insurance, work- 
men’s compensation negligence, and gen- 
eral commercial cases. From 1943 to 
1948 he was with Tanner, Sillcocks & 
Friend in New York City as trial and 
appellate counsel. He is the author of 
the fourth edition of “Richards on the 
Law of Insurance.” 


Pension Trust Background 


Mr. Ardison graduated from Syra- 
cuse University and its graduate school. 
In 1933 he was an agent for Prudential 
in Amsterdam and Fort Plain, N. Y. 
After air force service he joined the 
Massachusetts Mutual pension trust di- 
vision in 1944, became an agency as- 
sistant in 1945, and assistant superin- 
tendent of agencies in 1947. 

Mr. Grimmett, a graduate of Alabama 
Polytechnic Instiute, joined the com- 
pany as an agent in Birmingham after 
war service. In 1947 he was made a 
supervisor and in 1949 went to the home 
office as an agency supervisor. 

Mr. Denman is an alumnus of Wes- 
leyan, where he won Phi Beta Kappi 
honors, and taught economics at Uni- 
versity of Vermont for two years fol- 
lowing his graduation in 1925. He 
joined the calculation department of 
Massachusetts Mutual in 1927 and the 
agency department in 1934, becoming an 
agency assistant in 1938 and assistant 
agency secretary in 1948. 


Former College Dean 


Mr. McPherson has been dean of 
Lynchburg College, and had charge of 
insurance marketing courses at Purdue, 
Texas Christian, and University of Con- 
necticut. He has also been an agent for 
Pacific Mutual and National Life of 
Vermont. He was appointed training 
consultant by Massachusetts Mutual in 
1947. 

Mr. Simpson attended University of 
Oklahoma and Harvard business school 
and joined the investment department in 
1932. In 1945 he was made an invest- 
ment analyst. He is assistant treasurer 
of the Springfield (Mass.) Hospital. 

Mr. Garlock graduated from Dart- 
mouth College and the Harvard busi- 
ness school. Before joining the invest- 
ment department of the Massachusetts 
Mutual in 1938, he was a security an- 
alyst at Bankers Trust of New York 
City and Graham Parsons & Co. In 
1945 he was appointed an investment 
analyst. 

Mr. Cohn attended Bay Path In- 
stitute and Northeastern University. He 
joined the policy department in 1932 
and the investment department in 1935. 
He is an army veteran. 

Mr. Martin graduated from Dart- 
mouth College and attended New York 
University business school. Before 
joining Massachusetts Mutual in 1931 
he was in the utility and banking field. 
He is an army veteran. 
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Manhattan Offers Special 
Centennial Year Awards 


To commemorate completion of a 
century, Manhattan Life has announced 
a special series of awards. Producers 
who are first, second and third in paid- 
for volume during 1950 will receive 
engraved plaques. Fourth through 10th 
awards for personal producers will be 
certificates of accomplishment. 

A similar series of awards is being 
offered for general agencies. The three 
agencies which lead in paid-for volume 
during 1950 will receive plaques. Agen- 
cies in fourth through 10th place in paid- 
for will be presented with certificates of 
accomplishment. 





North American, Ill., Gives 
Five Additional Rank 


Harold Hornberger was promoted 
from associate actuary to actuary of 
North American Life of Chicago; Ron- 
ald D. Rogers from assistant superin- 
tendent of agencies to superintendent of 
agencies (life); Arthur S. Johnson from 
manager A. & H. sales division to su- 
perintendent of agencies (A. & H.); and 
Harold O. Cedarholm from manager 
of the policyholders service department 
to assistant secretary (policyholders 
service). Leslie O. Copeland, secretary, 
assumed the additional duties of assist- 
ant treasurer. 





L.I.A. Eastern Committee Named 


Members of the general arrangements 
committee for the 1950 eastern round 
table of Life Advertisers Assn. at New 
York under George H. Kelley, general 
chairman, New York Life, are: Royden 
C. Berger, Connecticut Mutual; Wendell 
Buck, Manhattan Life; Robert A. 
Cooper, North American Life; Seneca 
M. Gamble, Massachusetts Mutual; 
Elizabeth R. McGuckin, Presbyterian 
Ministers Fund; Edward W. Merrill, 
Security Mutual Life; John C. Slattery, 
Guardian Life, and Charles E. Yorke, 
John Hancock. 





North American Life of Canada has 
appointed V. X. McEnaney and James 
May supervisors of agencies. Mr. 
McEnaney formerly was supervisor of 
field service and Mr. May was Regina 
manager. R. A. Cooper has been ap- 
pointed assistant secretary. 








Mr. Sevey attended Dartmouth Col- 
lege and Bay Path Institute. He joined 
the claims department in 1935 and the 
investment department in 1937. 

Mr. Underwood joined the mailing 
department in 1927, later serving in the 
auditing and investment department. He 
is an army veteran. 


Agent Who Sold Policy 
Pays 96-Year Old Survivor 


Quite a few policyholders live to col- 
lect the proceeds of a policy which ma- 
tures when the insured reaches age 
96. However, few agents who originally 
sold the policy live to deliver the check 
covering the proceeds. Albert M. Walls, 
80, of Continental American at Salis- 
bury, Md., the other day presented a 
check covering the proceeds of a ma- 
tured whole life policy on the life of 
Lewis W. Gunby to the insured’s son, 
Joseph Y. Gunby. Mr. Gunby, now ill 
at his home, celebrated his 96th birth- 
day Jan. 5. He purchased the policy 
from Mr. Walls in 1914. 





Equitable Finds Recordings 
Improve Agent's Sales Talk 


Equitable Society has found that 
agents, whether tyro or veteran, can 
often obtain great value from having re- 
cordings made of their sales talks as a 
means of detecting any flaws in their 
presentations. 

In “Agency Items” the company 
points out that for the new man, a voice 
recording is a great confidence builder, 
enabling him to create more assurance 
for himself, and get more conviction 
into his tones by careful attention to 
the recorded sound of his own voice. 

During the play-back, it has been 
found to be a good idea to have a com- 
petent critic at hand who will analyze 
weak spots and any uncertainty and be 
able to prescribe the cure. A unit man- 
ager or experienced agent can spot holes 
in the solicitation much more readily 
than the subject himself and offer valu- 
able aid in plugging them. 

For the more experienced agent, the 
recording is valuable in showing up slips 
into bad speech habits. The man may 
be speaking too loudly, or may be so 
sure of himself that he is unconsciously 
antagonizing his prospects. 

A home recording can help some, but 
the audience, usually family members, 
may hesitate to speak frankly or may 
not be competent critics. Getting the 
right kind of criticism often means the 
difference between making a sale and 
nearly making one, according to Equi- 
table. 





Is Millionaire in First Year 

With net ordinary sales of $1,060,000 
during his first year, Gerard B. Tracy 
of Prudential’s Jamaica, N. Y., agency, 
was the company’s leading producer in 
— The first year lapse rate was only 
1%. 





The R. G. Leuzinger agency of Ohio 
State Life at Columbus led the com- 
pany for 1949 and also showed the 
largest gain in production. 


Aetna Sales 
Leaders Meet 


Mid-century opportunities in life un- 
derwriting were examined by the top 
17 representatives of Aetna Life during 
a two-day conference at the home office 
The opening sessions included two for- 
ums offering sales ideas. The develop- 
ment of contacts among younger men 
whose present needs may be small but 
who have continually expanding require- 
ments was also stressed. 

The effectiveness of direct mail pros- 
pecting was brought out in a report 
showing that in one campaign a third of 
those who did reply, having been ac- 
quainted with their needs through the 
letter, eventually arranged for the pur- 
chase of life insurance. 

Other direct mail techniques reported 
as being successful included following 
up with a personal call those who failed 
to reply as well as those who did, and 
mailing additional letters at selected in- 
tervals to those who had not repsonded. 

Donald E. Hanson, superintendent of 
agencies, and C. Albert Lawton and 
Arwood Henderson, assistant superin- 
tendents of agencies, served as chair- 
men at the forums. 

Methods of adapting pension plans to 
fit the needs of individual companies 
were examined at a seminar conducted 
by L. Kent Babcock, Jr., general agent 
at New Haver. 

Robert B. Coolidge, vice-president, 
told the leaders they had attained their 
position because they had become “ex- 
perts at finding out what men really 
want and then giving it to them.” 

Other speakers included Daniel B. 
Cavanaugh, associate counsel, and A. D. 
Stein, assistant general agent at Chi- 
cago. 

President Morgan B. Brainard spoke 
at the banquet. 

The four leaders in volume for 1949 
were W. R. Cavanaugh, Detroit; David 
P. Faxon, Camden; Bernard Feinberg, 
Newark, and H. G. Feldman, Pitts- 
burgh. 


S. C. Newton Goes to 
Berkshire Home Office 


Stanley C. Newton, general agent for 
Berkshire at Worcester, Mass., has been 
appointed assistant superintendent of 
agencies. He entered life insurance in 
1942 as an agent at Brattleboro, Vt., 
joining Berkshire there in 1944. He 
served as supervisor and was appointed 
general agent in 1948 at Worcester. 
He is a graduate of Becker College. 





N. Y. Managers Elect 
Sechtman President 


Louis W. Sechtman, Aetna Life, was 
elected president of the New York City 
Life Managers Assn., succeeding Harris 
L. Wofford, Prudential, at the annual 
business meeting. John H. Evans, 
Home Life of New York, was elected 
vice-president and Harry Krueger, 
Northwestern Mutual, secretary-treas- 
urer. 

Lambert M. Huppeler, New England 
Mutual, has been named moderator of 
the round table sessions on agency man- 
agement which are being held Wednes- 
day afternoons. 





Round Table at Los Angeles 


Life Insurance Managers Assn. of 
Los Angeles has organized a_ round 
table in agency management, in line 
with the plan sposored by the general 
agents and managers. division of 


N.A.L.U 

George H. Quigley, Jr. Manu- 
facturers Life, will be moderator. John 
R. Mage, Northwestern Mutual, is 


chairman. 





W. R. Dignan of W. R. Dignan Asso- 
ciates addressed the January meeting of 
Cincinnati Assn. of Insurance Women on 
A. & H. insurance. 
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Actuarial Recruiting Program 
Succeeds With Sales Approach 


Prudential’s method of selling actu- administrative, and accounting sides of 
arial work as a career to college stu-the business. 


dents, in a few years will provide a 
reservoir from which almost all the ac- 
tuaries needed by the company can be 
drawn. These students are being ac- 
quainted with the fact that there is a 
future in mathematics that they do not 
know about. 

A shortage of actuaries has been felt 
by the business for some years and 
great interest was expressed in a talk 
on actuarial recruiting by E. B. Whit- 
taker, vice-president Prudential, at the 
last meeting of the Society of Actuaries. 
A number of other companies have re- 
quested information about the program 
for use in considering entry to or expan- 
sion of their activities in this fertile field 
of future actuarial talent. 

Prudential’s program is operated di- 
rectly by the actuarial division but the 
personnel department of the company in 
its regular recruiting among colleges 
for all types of personnel also looks for 
possible actuarial recruits. It refers any 
leads it obtains to the actuarial depart- 
ment for checking. 

Mr. Whittaker began touring a num- 
ber of colleges in 1930 and still has 
three which he visits in his search for 
talent. Many more colleges are on the 
roster with other members of the ac- 
tuarial department doing the contact 
work. 

Go to Smaller Colleges 


The key to the success of the system 
is the building up of professorial con- 
tacts. This has resulted in a gravitation 
of the recruiting to smaller colleges or 
rather to an avoidance of huge state 
universities where there are so many 
students in a class that the professors 
cannot get to know them. Screening by 
the professors is necessary because it 
is impossible and impractical to ap- 
proach the students direct. Some col- 
leges have excellent placement bureaus 
which augment and occasionally substi- 
tute for the work of the professors. 

The students sought are generally 
those taking a liberal arts course which 
includes mathematics. If the right stu- 
dents are detected by the end of the sec- 
ond or third year they can sometimes 
be encouraged to broaden their mathe- 
matical studies. Efforts to recruit stu- 
dents at engineering schools have not 
been successful. 

Generally it takes several years to get 
college professors to know the type 
man the company is seeking. In the 
early stages there are likely to be some 
wrinkles to be ironed out before the 
right material is recommended. Once 
the professor gets an idea of the type 
student the company is looking for 
things get much simpler and return calls 
become more productive. 


Must Sell the Student 


Frequently there is a need to sell the 
student on the idea of majoring or con- 
tinuing his studies in mathematics. The 
type person wanted, including those who 
can later be used in group sales work, 
sometimes does not major in mathemat- 
ics. The program however is not aimed 
at producing solely group actuaries or 
salesmen but to fill the actuarial needs 
of the entire company. 

Continued personal contact with pro- 
fessors must be maintained. One of the 
problems involved is the rotating of 
chairmen and heads of university depart- 
ments. In some colleges it is difficult to 
make any progress because professors 
change just when they’ve become ac- 
quainted with the type recruit sought. 

In the first discussion the students 
are shown that the career of an actuary 
is not devoted solely and entirely to 
mathematical computation. The numer- 
ous other activities of actuaries and 
their opportunities for promotion are 
stressed. These include the investment, 


It is also known that the salaries for 
actuaries are greater than in any other 
field of mathematical endeavor. Figures 
are presented by the company repre- 
sentative to the student on the advance- 
ment of students recruited earlier, out- 
lining their present salaries and the ad- 
vanced positions they have attained. 
These factors have proven very con- 
vincing. 


SCHOLARSHIP PROGRAM 


Two years ago the company author- 
ized 10 scholarships of $500 annually 
to students in their senior and junior 
years. Summer jobs are offered to some 
at the end of their sophomore or junior 
year. Students spend two months doing 
practical work in various sections of 
the actuarial and group departments, re- 
ceive lectures, and at the end of the 
summer are given an examination. 
Scholarships are awarded to those the 
company would like to have return. This 
gives the company an opportunity to 
size up the students before they are 
placed on the permanent payroll. It also 
enables the boys to decide whether they 
would like to go immediately into career 
work or perhaps into graduate work. 

The students are not required to sign 
a contract that they will work for Pru- 
dential later. But there is a gentleman’s 
understanding that they will direct their 
studies as far as possible to passing the 
actuarial exams in the expectation that 
they will return again the next summer. 
The company hired 17 summer students 
in 1947 and offered 10 scholarships. 
Four students turned them down so the 
company gave only six. The second 
year, of 15 employed, nine scholarships 
were given, and in 1949 of 15 employed, 
10 scholarships were given. Two stu- 
dents are trying for Rhodes scholarships 
but they are still receiving their $500. 








Record for 19 Years 


The program began in 1930 when the 
company decided it needed two new ac- 
tuarial fellows a year. It hired six stu- 
dents annually expecting two to flunk 
and two to be taken away by other com- 
panies. Over-all statistics from 1930 
through 1939 show that it employed 135 
students, of whom nine were fired and 
51 resigned, or were disabled. Seventy- 
five remained with the company of 
whom 27 became fellows, 11 are associ- 
ates, and 13 are students. Twenty-four 
others were demoted or transferred. 
Those who left the company or trans- 
ferred to other divisions within it gen- 
erally went to good positions. 


Saves Time and Money 


Mr. Whittaker believes that the plan 
saves rather than costs money. It saves 
time and expense in training people 
whom the company has never seen be- 
fore the end of their senior year and 
having them flunk. This costs more 
than putting up scholarship money, Mr. 
Whittaker thinks. The student’s morale 
is also better for he knows before he 
leaves college that he is or is not suited 
for actuarial work. It is better for him 
to know then than to try for a year and 
then try to find another job with a year 
of failure behind him. The company 
is better off also. 

The company’s students have a good 
ratio of success in the actuarial exams 
and make better than average grades. 

The students taken on after gradua- 
tion are assigned to different types of 
work. As time passes they are gradu- 
ally placed in positions suited to their 
talents and the company’s needs. From 
there they advance according to their 
ability and experience. 

The company offers instructions for 


its actuarial students at the home office 
preparing them for the actuarial ex- 
aminations II, III, and IV. These exams 
are under the direction of Professor 
Ernest Oglesby who teaches mathemat- 
ics at the University of Virginia. For 
the last 18 years he has commuted each 
week by train between Newark and 
Charlottesville. This involves travelling 
22,000 miles a year. Much of the suc- 
cess of Prudential actuarial students is 
attributed to Professor Oglesby. 

Mr. Whittaker believes that the fun- 
damental actuarial recruiting problem 
is getting the right people into the right 
jobs instead of trying to train those who 
drift into the profession. Getting that 
type of a person is a sales job, he says. 
It cannot be done by mail with univer- 
sities any more than life insurance can 
be sold by mail, nor can it be done by 
waiting for the right material to turn 
up on its own seeking employment as 
actuarial trainees. 





J. R. Townsend Retiring; 
Son to Be Indianapolis G.A. 


. R. Townsend, Sr., general agent 
for Equitable of Iowa at Indianapolis, 
is retirmg, and will be succeeded by 
his son, J. R. Townsend, Jr. 

Mr. Townsend, Sr., entered life insur- 
ance in 1920, joining Equitable in 1922 
as a partner in the northern Indiana 
agency with Lowell T. Boyd. He helped 
organize the Kokomo association with 
Mr. Boyd, and is immediate past presi- 
dent of the Indiana association. 

Before starting in the business, Mr. 
Townsend was famous as athletic di- 
rector of Wabash College in the days 
when its teams attained national recog- 
nition as the “Little Giants.”’ He was 
a rime mover in the establishment of the 
Purdue school. He inaugurated the 
caravan sales congresses in Indiana, 
and was chairman of the recodification 
committee for the Indiana insurance 
code and the author of the license ex- 
amination questionnaire. A graduate of 
Butler and University of Pennsylvania 
business school, Mr. Townsend is a 
C.L.U. He served in the Indiana general 
assembly and was a lieutenant com- 


.mander in the navy insurance deart- 


ment during the last war. 





Form New Ft. Forth Agency 


N. S. Longabaugh, general agent of 
Manhattan Life at Fort Worth since 
1936, and G. H. Michalk, supervisor of 
the agency, have formed a new general 
agency under the name of Longbaugh 
& Michalk. 

Prior to joining Manhatan Life in 


1936, r. Longabaugh was with State 
Life of Indiana and later with Bankers 
Life. 


Mr. Michalk entered the business with 
Equitable Society. After army service 
he joined the Longabaugh agency. 


Castleberry Leads Southland 


A. R. Castleberry, Amarillo, was 
Southland Life’s leader in aid business 
for 1949. Twenty leaders paid for over 
$325,000 each. 

The President’s Club, highest honor 
organization had 65 qualifiers, the $150,- 
000 Club 12, and the $100,000 Club 22. 
Thirteen agents submitted at least one 
application each week during 1949. 
Muriel F. Briggs of Dallas completed 
her 15th year with at least three appli- 
cations each week. 

Southland Life’s next convention will 
be in January, 1951, at the Shamrock 
hotel, Houston. 








Samuel Ain who recently resigned as 
actuary of Bureau of Internal Revenue, 
is setting up offices in New York and 
Washington as an actuarial consultant 
on pensions. 


E. Norred Trinkle, supervisor of the 
home office agency of Shenandoah Life 
since 1947, has been promoted to assist- 
ant manager. He has been with Shen- 
andoah Life since 1937. 





General American 
Advances McHaney 


Powell B. McHaney has been elected 
executive vice-president and _ general 
counsel of General 
American Life; 
William A. Mc- 
Donnell, president 
First National 
Bank of St. Louis, 
was elected a direc- 
tor and Paul 
Ochterbeck, assist- 
ant counsel was ad- 
vanced to assistant 
general counsel. 

Mr. McHaney, 
formerly vice-presi- 
dent and _ general 
counsel, has been 
an officer since 
1942 and a director and executive com- 
mittee member since 1936. He is sec- 
retary of the American Life Conven- 
tion Legal Section and is a member of 
the executive committee of the Assn. 
of Life Insurance Counsel. 

Mr. McHaney obtained his B.A. de- 
gree from University of Missouri and 
law degree from Harvard. After five 
years of general practice in St. Louis 
he was appointed assistant attorney- 
general of Missouri in 1933 and seven 
months later was appointed chief coun- 
sel to the Missouri department, where 
he served until 1936. He returned to 
private law practice in St. Louis in 1936 
and associated with Frank P. Asche- 
meyer under the firm name of McHaney 
& Aschemeyer. The latter was recently 
appointed commissioner of the Missouri 
supreme court. 


Wants List of 30-Year 
App-a-Week Veterans 


From Dwight Ingram of the Grif- 
fin, Ingram & Pfaff general agency of 
Equitable of Iowa at Chicago: 

“I seldom write letters to editors 
and senators, but I feel impelled to 
join in the parade presenting candidates 
for app-a-week records. My partner, 
Armand C. Pfaff, started his record 
with the Equitable Life of Iowa on 
Nov. 7, 1919, and, therefore, has passed 
the 30-year mark. He is a junior to Ben 
Bloch of our own company, but Ar- 
mand’s record is noteworthy in that 
through two-thirds of this time he has 
kept up his personal production while 
being manager of a fairly large general 
agency. 

“From reading your successive news 
stories, it appears to me that, while 
there are several individuals with 30- 
year app-a-week records, this period 
of 30-years is very close to the absolute 
limit. ‘Might it not be feasible to collect 
up all of the 30-year app-a-week record 
veterans and group all of their names 
in a single list?” 


Claims Colored Mortality 
Decreased 27% in Decade 


The latest move in the federal court 
suit of James Rancher, Milwaukee 
Negro, against the Wisconsin State Life 
Insurance Fund alleging discrimination 
in rates against Negroes, is the conten- 
tion by his attorney, William R. Gold, 
that the mortality rate among Negro 
males has decreased 27% in the past 
11 years. Mr. Gold claimed that the 
death rate of Negro women had de- 
creased 29% between 1937 and the end 
of 1948. Commissioner Lange replied 
that perhaps in 50 or 100 years the 
colored race will be classified as stand- 
ard risk, but today the mortality of in- 
sured American Negroes is 150% of in- 
sured American whites meeting the 
same standards. 


President Harry W. Colmery of 
Pioneer National Life of Topeka has 
announced his candidacy for the Re- 
publican nomination for U. S. Senator. 
Sen. Harry Darby is not seeking re- 
election. 





P. B. McHaney 
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One or more life companies soon 
may take their first steps to educate 
and prepare policyholders to meet the 
vocational, emotional and recreational 
problems of retirement. The companies 
already are performing an excellent job 
in solving the financial and health phases 
of the problem but there is increasing 
support for the extension of this obliga- 
tion into this corollary field. 

A detailed program for the retire- 
ment education of policyholders has not 
yet been worked out by any company 
yithough it is the subject of increasing 
conversation. Several life companies 
are compiling information, statistics and 
ideas on the problem and drafting pos- 
sible approaches to its solution. Many 
are accumulating a bibliography and 
other references to the steadily increas- 
ing volume of material on the subject 
prior to laying out any definite pro- 
gram. 


Not a Visionary Project 


All companies queried think some 
project along these lines worthwhile 
and indicate interest in what is being 
done. They consider the problem quite 
serious and far from a visionary effort 
ior the distant future. They are seek- 
ing some answer as to how such a 
project could be initiated and the course 
it should take. 

A tentative project suggests the prep- 
aration of brochures for policyholders. 
Also involved is the. use of advertising 
nedia, and by mail and direct policy- 
holder contacts. Booklets would be de- 
livered to holders of retirement income 
yolicies or retirement annuities sched- 
uled to mature, or those who at retire- 
ment begin to draw upon their cash 
values for retirement income. This is 
only an initial phase. The real problem 
of educating persons for retiring begins 
vears before they actually leave work. 
Some immediate measures are envisaged 
‘or the education of those policyholders 
who are retired or about to retire. 


Experimental Subjects 


Life company employes may be prof- 
itable subjects for experimental educa- 
tion projects for the aged. Most com- 
panies have pensions of one form or 
another and the reactions of their pen- 
sioners could be obtained easily. The 
view that insurance personnel work so 
closely with their subject and have dealt 
with the problems of retirement enough 
0 be prepared for them is disproved 
Wy practical experience of all who have 
spent much time near home or large 
wanch offices where retired employes 
visit. Some companies are thinking of 
istituting programs or expanding the 
educational preparation of their own 
employes for retirement. 
It is agreed that insurance is the ideal 
iid perhaps the only way to prepare 
inancially for old age. Some have 
thought that in restricting themselves to 
the financial preparations for old age, 
tie insurance has done all required of 
But companies have long educated 
the public in good health habits, con- 
‘tibuted to the heart fund, research, 
tte, and good retirement ‘habits are 
‘ewed by some as a necessary exten- 
son of a responsibility. 


Finances the Cornerstone 


The basic problem of successful retire- 
tent is financial and the fundamental 
ob of insurers is to sell the policies 
‘hat solve the problem. In addition, 
‘owever, some think there is séme re- 
sponsibility to teach the policyholder to 
etter utilize his insurance pension. 
this view has been enforced by infla- 
‘ion which has cut retirement incomes 
sto half their former purchasing power. 
the effect of inflation on the beneficiary 
lar is one of the most important 
toblems in the life business today. 
licvholders might be educated as to 
‘ere living costs are cheaper. Some 
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Retirement Education Plans 
Considered by Companies 


use cat’ be made of governmental or 
other cost-of-living statistics in differ- 
ent areas. It is known, for example, 
that living expenses are cheaper in the 
south and in certain areas of the far 
west than in sections of the country 
where fuel, clothing, and other costs are 
higher. Living in less expensive areas 
would stretch the value of the bene- 
ficiary dollar. Hints on this score might 
induce policyholders readying for re- 
tirement to decide where they could 
best settle down. 

Information on _ geriatrics and the 
physical aspects of age also would be 
included. 





RETIREMENT 
PREPARATION 


The vocational, emotional and recre- 
ational aspects of retirement together 
form one problem. As the companies 
are already doing well on the financial 
and health phases, the extension of edu- 
cational programs would concentrate pri- 
marily on the other aspects. 

The enlightened concept of retirement 
is that it should be “to” something and 
not “from work.” Persons should have 
some less strenuous work, hobby, or 
other interest which will keep them busy 
during retirement. Belief in the actu- 
arial complaint that annuitants live for- 
ever appears to be less prevalent than 
the generally accepted, though less sci- 
entific view, that people crack up when 
they have nothing to do and die a 
short while after they retire. 

Some mention that there might be 
resentment if a life company were to 
advise a policyholder about his retire- 
ment but most feel that such a recep- 
tion to a properly conducted , program 
would be abnormal. 

It is unanimously agreed that educa- 
tion for retirement is not alone the in- 
surers’ responsibility. Most of it lies on 
the individual. Another share may lie 
with employers, religious groups, clubs, 





societies, family, or organizations to 
which the person belongs. 
Several group insurers report that 


some large employer clients do educa- 
tional work among their employes. The 
function is considered of growing impor- 
tance by industrial relations managers 
and counselors. 

Educational material might basically 
prepare the mental attitudes of the pol- 
icyholder for retirement. This would 
tend to diminish the number of people 
who insist that they are surprised at 
their retirement, that it has come too 
soon, that an exception should be made 
for them, or “thought I could stay on 
for a while’ Some persons age before 
65, while others do not until much later. 
Long term preparation finds them ready 
whenever it happens. 

A second project is to avert the notion 
that retirement is evil, bad, useless, or 
a state of suspended animation. 

At a recent hearing of the New York 
state joint legislative committee on prob- 
lems of the aging, it was charged that 
the country is allowing its aged to 
become D.P.s (displaced persons). 


Developing Hobbies 


Policyholders could be encouraged to 
select hobbies and develop interests in 
them. The average individual hopes or 
dreams of doing something at retire- 
ment such as farming, traveling, read- 
ing, writing, etc. Several avocations 
should be adopted to provide a mix- 
ture of mental and physical exertion. 
Preparations should be realistic. Too 
many people who have seldom seen a 
live chicken plan to run a hatchery or 
chicken farm on retirement. Others 
plan to move to a given section of the 
country not knowing that some of their 
predecessors may have done the same 
thing only to find out that they didn’t 
like it there or that the local people 


Production Data 
how Ups, Downs 
In Statements 


(CONTINUED FROM PAGE 1) 

023 as against $209,839,935. Major as- 
set items are $57,689, 616 in U. S. gov- 
ernment bonds; $32,951,194, farm mort- 
gages; $23,651,286, city mortgages and 
$59,766,610 FHA mortgages. Surplus 
to policyholders is $11,968,656, as against 
$11,151,186. Policyholders’ surplus in- 
cludes $4 million capital and unassigned 
surplus of $7,968,656. Benefit payments 
in 1949 were $10,561,795. 





MANUFACTURERS LIFE 


Manufacturers Life’s new business for 
1948 was $157,233,097, bringing business 
in force to $1,185,343,042, up $41,648,- 
365 after making currency adjustments. 
Receipts were $76,482,990, of which pre- 
mium income was $49,362,101. Benefit 
payments were $23,298,223, of which 
death claims were $7,499,306. Assets are 
$378,313,849, on which a gross rate of 
4.02% was earned. Surplus is $15,794,- 
543, besides which there is a $6% mil- 
lion contingency reserve. 


NATIONAL LIFE OF VERMONT 

National Life of Vermont’s insurance 
in force Dec. 31 was $1,061,012,220 as 
against $998,869,282 a year earlier. Sales 
in 1949 were $100,787,479 as against 
$108,835,653. Mortality was the lowest 
in the ‘company’s history. The com- 
pany earned a net rate of 3.38% on 
assets as against 3.32%. Total reserves 
are $360,861,687, up $21,294,992. Surplus 
is $20,117,141, up $1,914,591. However, 
the report points out that if Congress 
imposes on life companies the proposed 
retroactive income tax for the past three 
years about $750,000 will have to: be 
taken from surplus. 








NORTH AMERICAN OF CHICAGO 


Life insurance in force for North 
American Life of Chicago showed an 
increase of 7.5%, reaching $128,126,000. 
New business was $20,158,000, an in- 
crease of 14.5% and a company record. 
Assets reached $25,387,000, a gain of 
8.2%. Interest return increased to 3.2%. 
Surplus gained $218,000. Mortality 
combined exceptionally favorable. 

During the five years since 1944 pre- 
mium income has increased 64% from 
$2,115,000 to $3,475,000; the assets 
gained 47%; surplus 65%; insurance in 
force rik and new business 98. 8.6%. A 


didn’t like them. Actual exploration of 
new localities and neighborhoods should 
be made years before retirement. Sug- 
gestions may be made to take more 
active part in professional and_ social 
associations, to become more active 
politically, to have something construc- 
tive, enlightening and interesting to do. 
People must have # hobby before retire- 
ment. It is unlikely that they will de- 
velop one thereafter. 


Great Public Interest 


The interest of life companies in the 
field has been stimulated by the recent 
expansion of literary material on the 
subject. Newspapers and many popular 
magazines have carried articles on it, 
several books have appeared, and numer- 
ous educational and instructive pam- 
phlets have been issued by different 
public service organizations. 

One official suggested that an ap- 
proach to the problem might include 
the sponsorship of talks by home office 
and field personnel before employe 25- 
year clubs, etc. Members of these 
groups would probably be very recep- 
tive to a constructive discusssion of 
the problem. 

Some think it inevitable that life com- 
panies in expanding their public service 
work along these lines could find new 
business. Financial preparation is the 
cornerstone of retirement. Without it 
all other preparations for retirement 
would collapse in poverty or charity. 


dividend of 10% has been declared pay- 
ble semi-annually. 


PAN-AMERICAN LIFE 

Pan-American Life’s paid business in 
1949 was over $90,900,000, increase ot 
36.7%. 

December broke all records with $12,- 
200,000. The company now has over 
$400,400,000 insurance in force, an even 
greater gain than shown in 1947 and 
1948. 

Assets now exceed $102 million, sur- 
plus amounting to $6,700,000. 

In 1949 the company embarked on a 
new program for the careful selection 
and training of its agents. 


PHOENIX MUTUAL LIFE 


Phoenix Mutual’s 1948 new business 
was $98,891,000, as against $104,602,479 
for 1948. Insurance in force is $1,066,- 
000,000, up $59,627,900. Benefit pay- 
ments, including annuity payments, were 
$17,224,000. Assets increased $33,121,- 
000 in 1949, now being $511,012,616. 
Major asset items are $120,670,529 in 
U. S. governments, $122,630,134 in other 
bonds, and $225,065,200 in mortgages. 
Surplus is $23,936,853, up $21,969,277. In 
addition there is a contingency reserve 
of $7,381,794. Return on investments 
was 3.24%. 


TRAVELERS 

New life business of Travelers, exclu- 
sive of additions under group policies, 
was $1,033,993,000. Additions under 
group policies were $1,087,775,000. The 
Travelers group showed a gain of $31,- 
242,000 in written premiums for all lines, 
reaching a total of $421, 621, 000. It was 
the first time the group’s ‘annual pre- 
miums had exceeded $400 million. 

New life insurance paid for, exclusive 
of group additions, exceeded ‘the previ- 
ous year’s figure by nearly $34 million. 


Nearly $4 Billion 
Paid Since “41 As 
Policy Dividends 


Owners of participating policies in 
legal reserve companies will receive this 
year approximately $600 million in pol- 
icy dividends, the Institute of Life In- 
surance estimates. 

During the eight years ended Dec. 
1948, they received in policy dividends 
$3,775,000,000. This is the period which 
parallels that covered by National Serv- 
ice life insurance policy dividends, aggre- 
gating $2.8 billion. The companies’ pol- 
icy dividends, of course, apply on a 
larger total of insurance in force. 

NSLI dividends will go to some 16 
million veterans during the first half 
of next year in one lump payment cov- 
ering accummulation of dividends over 
the eight years. The life company divi- 
dends which have been paid out annu- 
ally over the eight years, have gone to 
several times the number of policyhold- 
ers. Because of overlapping ownership 
the exact number of those owning par- 
ticipating policies is not known. 


Daniel E. Mathias, Cleveland at- 
torney, has been named executive sec- 
retary of the Ohio temporary disability 
insurance commission. The group was 
created by the legislature to study the 
feasibility of establishing a UCD plan. 




















Prudential has appointed Carlock, Mc- 
Clinton & Smith, Ine., as its advertising 
agency, effective May 1. 


Eastern Life has declared an_ initial 
15-cent dividend payable Feb. 1 to stock 
holders of record Dec. 31, 1949. 








Monumental Life has announced a 
15 cent extra dividend payable Jan. 19 
to stock holders of record Jan. 16. 





Guaranty Life of Georgia has begun 
issuing industrial whole life, 20-year en- 
dowment and 20-payment life policies 
based on the 1941 standard industrial 
3%, 130% mortality, basis. 
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Policy Loan Interest Cut Opposed 
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must be determined before the policy 
is issued. Yet it will apply to loans 
made at any time during the life of the 














more. In practically all other types of 
loans the rate is a matter of negotiation 
when the loan is made and at each re- 
newal. 

The majority of non-borrowing policy- 
holders must be considered, he added. 
At the end of 1949, only 1,586,007 or 
about 14% of 11,107,139 ordinary life 
policies Metropolitan had outstanding 
loans against them. 

The effect on companies would differ 
by size. Metropolitan has a great num- 
ber of small policies, and its expense in 








policy, which may extend for 50 years or 
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handling this business will be relatively 
high. A company with more large poli- 
cies would have a more favorable ex- 
perience because of larger average loans 
and thus might be justified in using a 
lower interest rate, though he doesn’t 
recommend it. 
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Costs $5.59 to Book a Loan 


In Metropolitan’s experience average 
cost of putting a new loan on the books 
in 1947 was about $5.59. Until the loan 
amounts to as much as $112 there is no 
net interest earned the first year, and un- 
til it reaches $373 the net earned would 
be less than 344%. The average new 
ordinary loan made by Metropolitan in 
1949 was approximately $212. More than 
40% of the number of such loans were 
for less than $112 and more than 80% 
were for less than $373. The average 
size of outstanding loans for 1949 was 
only $244. 

Where money has already been bor- 
rowed, the company may be compelled 
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ropolitan averaged about $56 each. 
that year there were almost three mil- 
lion transactions, averaging two _ per 
year per outstanding loan, all of which 
entailed expense. Because transactions 
involved and the cost of such transac- 
tions remains the same whether the loan 
is for a large or small amount, the ex- 
pense on small loans is disproportion- 
ately high. 

Banks Are Permitted More 


New York law permits commercial 
banks and trust companies to charge up 
to 12% a year on outstanding balances 
of loans in some cases as large as $3,500. 
Licensed lenders are permitted on loans 
up to $500 to charge interest at 214% 
a month, over 30% per year, on the first 
$100 of unpaid balance, etc. 


Net Return Is Declining 


Mr. November emphasized that the 
net return to companies on policy loans 
actually has been undergoing a steady 
reduction in recent years, and the re- 
duction is likely to continue, because of 
increased and increasing costs of doing 
business. Expenses have been highly 
responsive to the new price level since 
they consist primarily of salaries of the 
clerical force which services the loans 
and of office expenses that go with the 
maintenance of an office force. The 
average size of policy loan has not in- 


years ago. This highlights a character- 
istic of policy loans of great importance. 
If adverse conditions develop which 
make the policy loan rate inadequate 
there is no recourse under the loan it- 
self but instead the loss must be reflected 
in the dividends paid to all poficyhold- 
ers. In Equitable the ratio of borrowing 
to non-borrowing policyholders is about 
one to nine. 

The process of having to make policy 
loans when other investments are at- 
tractive and of having to take back 
policy loan money when other invest- 
ments are not attractive constitutes a 
significant difference to a company’s 
earnings and represent a real cost. The 
average amount of outstanding loan in 
Equitable is about $500, usually attained 
only after a series of smaller loans. Al- 
most 30% of repayments received in 
December were for less than $20; be- 
tween 45 and 50% were for less than 
$50. About two-thirds of Equitable loan 
repayments are partial payments. The 
activity in the loan account is consider- 
able, which naturally affects the ex- 
pense rate. 


6% in Most States 

In questioning Mr. Taylor, Paul 
Bleakley, counsel of the committee, 
brought out that in most states the 
maximum for policy loans is 6%. 

Mr. Friedman of the committee sev- 
eral times expressed an interest in the 
idea that the money belonged to the 
policyholder and that it should not cost 
him so much to borrow his own funds. 
Mr. November explained that the inter- 
est factor is taken into consideration in 
the insurance transaction and if the com- 
pany does not have the money to loan 
and earn interest on, the the policy- 


charges on policy loans. These are 5% 
up to $750, 4% for $750 to $1,500 and 
3% on those over $1,500. Is this a fair 
rate, he was asked. That is hard to 
answer, he replied. It is an experiment. 
The company did increase its loans, 
particularly the large ones, which previ- 
ously had been going to other lending 
institutions. In 1948 the company had 
130,000 loans under $750 out of a total 
of 180,000. 

If the loans are there, the company 
would like to have them for its port- 
folio, Mr. Whipple said. Why should 
Mutual Life be able to recapture some 
of the larger loans, he was asked. One 
reason ,he said, is that the bank loan 
can be called at any time. 


Minn. Mutual Makes 
Agency Dep’t Promotions 


Minnesota Mutual has promoted Max 
Goken, since 1947 as agency supervisor, 
to superintendent of agencies. He will 
handle recruiting within agencies. He 
is a graduate of the Illinois State Nor- 
mal College and had eight years pre- 
vious insurance experience. 

William J. Hadlich, assistant super- 
intendent of agencies since 1946, be- 
comes superintendent of agencies in 
charge of testing sales aids. He is a 
graduate of the Purdue course and was 





will now be in 


agencies since 1948, 
and training oj 


charge of recruiting 
general agents. 


Dr. Tansey Ass’t Medical 
Director of John Hancock 


John Hancock Mutual Life has ap. 
pointed Dr. Joseph L. Tansey an assist. 
ant medical director, effective Feb. 1. 

A graduate of Harvard Medica] 
School, Dr. Tansey was engaged in prj. 
vate practice in Boston prior to his Han. 
cock appointment. He is an assistan; 
in medicine at Harvard medical schoo! 
and has been a fellow in internal med}. 
cine at the Lahey Clinic in Boston. 








Counsel Rally in Fla. 


The mid-winter meeting of Interna. 
tional Assn. of Insurance Counsel is to 
be held at Palm Beach Biltmore, Palm 
Beach, Fla., Feb. 22-24. 





Praises Training Courses 


CHATTANOOGA — Dr. Clyde Cro. 
baugh, head of the extension division 
of University of Tennessee, addressed 
agents of five life agencies and com. 
panies on the value of underwriter 
training courses. 


Memphis Editor to Speak 


At a dinner meeting of Memphis 
Quarter Million Club Feb. 13, Edward 
J. Meeman, editor of the Memphis 
“Press-Scimitar,” will speak on “How 
the Insurance Man Can Insure Him. 
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self.’ 





Life Insurance & Trust Council of 
Northern New Jersey at the annual 


Beardslee, Lincoln National, secretary; 
and John S. Bacheller, Fidelity Union 
Trust, treasurer. 

Edgar F. Wilson, assistant distric: 
group manager at Detroit, has been 
appointed district group manager in the 
3 Louis office of Connecticut General 
uife. 

George Dilworth Lockhart, Pittsburgh 
attorney, has been elected a director oi 
Reliance Life. 

Manufacturers Life has appointed 
Clifford S. Chapman manager of its 
Toronto mortgage office effective in 
March, and Charles. L. Galbraith man- 
ager of its Regina mortgage office. 

J. Ralph Fenstermaker, president 0! 
Hugh J. Baker & Co. and _vice-presi- 
dent of the Indianapolis Chamber 0 
Commerce, has been named a director 
of Indianapolis Life. 

Charles E. Tosch, who has been it 
charge of sales training in Prudentia 
group department, has gone with Levej 
Bros. Co., in New York City as em; 
ployes’ service manager. 

E. R. Doll of Grand Island, Neb., hag 
been appointed district agent of Serv 
ice Life of Omaha for nine counties 1 
central Nebraska. 

Francis T. Fenn, Jr., associate genera 
agent in Hartford for National Life 0 
Vermont, has qualified for the Millio1 





















































FRANK M. SPEAKMAN creased commensurately. The average an instructor at the third school. Dollar Round Table for the second con} 
J Equitable loan is lower than 10 and 15 Dihl H. Lucus, superintendent of secutive year. 
CONSULTING ACTUARY = - _———_—4 
t P. Higgie ies’ 1949 Y d Fi Are Sh 
E. P. Higgins Companies’ 1949 Year-end Figures Are Shown 
THE BOURSE PHILADELPHIA 
Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs 
Assets Assets holders 1949 31, 1949 in Force 1949 1949 1949 
$ $ $ $ $ $ $ $ 
VIRGINIA & GEORGIA American Reserve, Neb...... 9,996,008 510,243 927,185 5,016,328 42,259,144 2,202,450 ~—«-1,120,287 606,461 
Great American, Kan....... 3,887,954 304,135 320,000 1,894,134 17,890,331 465,928 453,221 135,711 
. + - Jefferson Standard ......... 242°758,.227 21,613,316 29,000,000 135,336,772 $94,202,998 73,477,722 27,484,216 11,209,415 
BOWLES, ANDREWS 6& Midland National, S. D...... 13,358,049 1,174,767 1,021,528 8,874,480 59,346,812 4,603,048 1.654.101 349,739 
Yo) Minnesota Mutual .......... 114,902,189 10,594,963 6,243,887 136,158,210 633,613,339 67,559,955 16,534,997 6,646,063 
TOWNE Mutual, Canada ............ 345,293,359 20,468,631 21,150,565 120,009,172 1,068,698,193 90,462,786 31,157,101 19,063,436 
National Fidelity .... 11,288,518 793,466 1,070,956 7,025,128 60,808,626 2,623,870 1,310,150 436,826 
nsulting Actuari National, Vermont 424,165,351 32,431,216 20,117,141 100,787,479 1,061,012,220 62,142,938 39,641,740  29,276.670 
Co Ac — Northern, Canada ..... 22,372,032 1,705,033 710,659 17,253,581 116,999,373 9,937,480 2,602,756 1,080,292 
nefit Northwestern National 185.326.324 14,804,289 11,489,854 142,417,451 880,599,992  63,496.625 23,268,568 10,387,736 
Employee Be Plans Pan-American ........-.++% 102,609,957 9,274,692 6,714,411 90,943,054 400,426,483 49,073,879 16,656,778 6,508,249 
RICHMOND ° ATLANTA |} provident, N. D. ............ 17,633,876 2,203,632 1,259,794 17,129,241 104,412,936 9,823,899 2,937,280 462,747 
— ————' Wisconsin Life, Madison.... 12,828,459 1,040,163 561,259 5,438,401 50,805,566 3,184,096 1,290,501 418,061 
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WHY DO WE BOTHER? 


It takes a lot of planning and team- 
work in a life insurance company home 
office to produce and circulate to 20,000 
people (outside its own family of policy- 
holders, employees and agents) a detailed 


year-end report. 


Why does NWNL bother to do this... 
and promptly? 


Partly, of course, because we are proud 
of the Company’s accomplishments and 


want others to know about them. 


But mostly because we think the annual 
report typifies the broad job which life 
insurance and business as a whole needs to 


do everlastingly, with imagination, skill, 


and_ persistence 





to tell its story to its 
customers, employees, stockholders, and 
the public whose understanding and good 
will count for everything. 

Getting out the year-end report is an 
annual reminder of our obligation to make 
the Company’s record an open book. It 
keeps before us the need for working away 
at the task of winning public acceptance 
and approval for NWNL. We believe 
every company in every line of business 
needs to do this, each in its own way, if 
democracy and freedom are to thrive and 
the good things of life are to become more 


plentiful for more people. 


NORTHWESTERN /Valional LIFE 
INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 
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are Northwestern Mutual agents 
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‘Cae of the most flexible, fully-protected 


; : ” investments 
campaign wins _ a 
4 that | Lnow 


1949 AWARD OF EXCELLENCE* 


‘Words of Experience”’ 


needs are “diflerent 
bh BERTRAM J CAHN 


nm and President 


The recognition given to this distinctive 
series of advertisements confirms the judg- 
ment of those in the Northwestern Mutual 
family who have watched it unfold since its 
beginning a year ago. For few campaigns 
have stirred quite so much interest and 
comment. Few have made such an individ- 
ual impression in a field where good adver- 


j balay life insurance shows a remarkable 


snd alm 





tising has long been rule. i all 

g has long been the rule - 

NORTHWESTERN 

*§ dward made in the annual competition sponsored sie ae ae MUTUAL 
by the Life Insurance Advertisers Association ... for “—oacasce Siliglae Stdenmdigme 








meritorious advertising in National Magazines 
& £ 

















The current advertisement in the Northwestern Mutual 
campaign, appearing in Saturday Evening Post and Time 








AND FOR THE FOURTH SUCCESSIVE YEAR, in this same competition, an Award 
of Excellence has been given Northwestern Mutual in another important classification— 
Prestige and Good Will Builders. This again comes as no surprise to Northwestern agents. 
They know from experience how gratifying, how effective has been their use of 
Northwestern Mutual’s notable Audubon calendar. They know, too, that advertising like 
this is another reason why no company excels Northwestern Mutual in that happiest 
of all business relationships . . . old customers coming back for more. 
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“THE CAREER COMPANY” 














Pe res Mamet 0 amr (ae 


The NORTHWESTERN MUTUAL Life Insurance Company 


MILWAUKEE, WISCONSIN ; 
Established 1857 





